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Remodeling an Attic or Building an Airport! 


NEVAMAR 


builds lasting beauty 
into any surface 











For the smallest remodeling job or the most gigantic new con- 
struction, NEVAMAR will play an important part in your plans. 
In rich patterns and decorator colors, it is suitable for resi- 
dential building or commercial projects alike. 

NEVAMAR is a high-pressure laminate . . . a prefinished sur- 
facing material that never 
needs painting or refinish- 
ing. Beauty, color, dura- 
bility—built right in! Ie. ; 
NEVAMAR has triumphed eos 


over every laboratory and 
use test to which it has been 





Write For This subjected. Its qualities have 
Free Booklet... been proven again and 
ped ae Po again in actual service. Get 
MAR applications all the facts about NEVA- 
and learn how MAR now. 

NEVAMAR can fit 

into your plang~ 


SOLE DISTRIBUTORS: THE NEVAMAR COMPANY, BALTIMORE-30, MD. 


7% NATIONAL Zisze eclaits Comeany gaa 


Manufacturers of NeVamar HighsPréssure-Laminates» SARAN FILAMENTS. Wynene Molded Products suce lemtncies conform 
ODENTON, MARYLAND + NEW YORK: EMPIRE STATE BUILDING + LOS ANGELES: 2252 EAST 37™ STREET - epecitications. 














“ELECTRIC ranges boost sales,’ 


eeeeceeeeeeeeeoeeeeeeeee 


4 Most people don’t expect to find a kitchen like this 
in a moderately priced home. Cost variations depend 
upon number of rooms, optional basements and fire- 
places. But one thing a// include is the 4-appliance elec- 
tric kitchen. And the range? Of course . . . it’s Electric! 


@The beautiful but modest exterior of a house by Brisker 
and Campitelli doesn’t indicate the electric convenience 
that exists within. But once inside, the prospective home 
buyer sees the Electric Range, refrigerator, food waste 
disposer and dishwasher, and she’s sold/ 


“Even in low to medium-priced homes, Electric Ranges never fail as a sales L017 


booster,” say builders Brisker and Campitelli. “People at first thought this 
de luxe equipment wasn’t possible in the low-cost field—but we're still in- youre MUSES WH 


cluding electric kitchens because it pays!” 


Builders like Electric Ranges because they help se// houses. Home buyers ELECTRIC kK 


look for Electric Ranges because they're clean, cool, economical and fully 


automatic. Why don’t you attract more home buyers by offering them a RANGES 


modern Electric Range? 








ELECTRIC RANGE SECTION, Notional Electrical Manuf 
155 East 44th Street, New York 17, N. Y. 


ADMIRAL + COOLERATOR + CROSLEY + DEEPFREEZE + FRIGIDAIRE + GENERAL ELECTRIC + GIBSON 
HOTPOINT + KELVINATOR + LEDO + MONARCH + NORGE + PHILCO + UNIVERSAL + WESTINGHOUSE 
NATIONAL REAL ESTATE AND BUILDING JOURNAL is entered as second class matter, August, 1942, at the post office, Cedar Rap'ds, lowa, under 
the Act of Congress, March 3, 1879. Copyright 1951, by Stamats Publishing Company, Member, Audit Bureau of Circulations. Terms: 50 cents a copy 
#4 a year, $7 two years, $10 three years in the United States. In Canada, $5 a year; in all other countries, $6.50 a year. Back issues $1, except Roster 
23 
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® NATIONAL HOMES offer more individuality — 
more value — more profit for the dealer builder. That’s 
why NATIONALS surpass all others in sales! That’s 
why you sell success when you sell NATIONALS. 


Dominate the home building field in your community 
with the highest quality, proven and accepted home 
— NATIONAL. Act now! Write today! 


Vdilional Pores 


omen So eek a Wwmmen, | * Lafayette, Ind. @ Horseheads, 
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as fundamental as 


a kitchen sink... 








irchitect: George R. Paul 


A kitchen without a sink? You'd never build one 
that way. Functionally, homes without telephone raceways are 
incomplete, too. For conduit is your only guarantee that 
telephone wires can be concealed. One sure way to protect the beauty 
co of walls and woodwork is to provide built-in telephone 
A good house is 

a 
Penny eoeneee vanes raceways whenever you build a home. 
hailiailinia: siabniamasian Your Bell Telephone Company will be glad to help 


for concealed you work out economical telephone conduit installations. 


telephone wiring. Just call your nearest Business Office. 


BELL TELEPHONE sS YS T EM 





Builder Edwin |. Abbott calls on 
Mrs. David E. Robinson and confirms his belief 
that the G-E Kitchen-Laundry is an 
amazing sales-clincher and goodwill builder! 


Here’s Mr. Abbott being greeted by Mrs. Rob- 
inson at the door of her “House of Charm,” 4435 
Amelia Avenue, Lyons, Illinois. 

Mr. Abbott, builder of the “House of Charm” 
homes in Lyons, wants to get Mrs. Robinson’s com- 
ments on her General Electric Kitchen-Laundry now 
that she’s had six months to try everything. 


“| feel like a magician with my G-E Dishwasher. In go the 
bridge-club dishes, and presto... I’m ready to serve dinner on 
the same dishes. You can see yourself how they sparkle. I even 
wash pots and pans this way!” 


“] just love my General Electric Range—especially the 

way it broils meat faster and more evenly than the range a * 

I had before. It’s the cleanest way to cook I’ve ever found! Imagine, Mr. Abbott, I can do a washing in the eve- 

Doesn't heat my kitchen up, either!” ning and still watch the television shows—thanks to this 
General Electric Automatic Washer! And, what's more, I 
don’t even get my hands wet! See how clean and fluffy the 
towels come out!” 
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“1 could praise ™y beautiful General Electric Sink till 
the cows come home, Mr. Abbott. And my G-E Disposall ® 
+. . well, that’s always been my dream! No mess with gar- 
bage. I just wash all food scraps down the drain. The G-E 3 
Cabinets are a big hit with us, too. They fit so snugly!” “We're J an peacocks with cur gent 2-deer Genesal 
Electric Refrigerator. Even with a lot of entertaining, the 
freezer holds nearly a 3-months’ supply of meats. And, you 
know, Mr. Abbott, I never have to defrost the lower part!” 


“We were really surprised how little 
our electric bills have been with all these 
G-E Appliances. $6.00 or so, that’s all—just 
a few pennies more than before! And best of 
all, the cost of all this de luxe equipment is 
included in our monthly mortgage payments. 


Thanks for the bargain, Mr. Abbott!” 


“! feel that including a complete G-E 
Kitchen-Laundry in our ‘House of Charm’ 
homes was the clincher that helped us close 
: 156 contracts in one weekend. A woman is 
“Honestly, it’s a miracle the way my things come really sold when she sees G-E Appliances. 
out of the General Electric Automatic Dryer—smelling 1 hey have immediate acceptance with the 
as sweet as all outdoors, so soft and so-o smooth! My buying public.” 
husband, in fact, tells me I shouldn’t even bother to 
iron his shorts!” 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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WYANDOTTE WINTERGLO 


For utility rooms, closets, alcoves. These two steel “high 
boy” type winter air conditioners are typical of the 
American-Standard line of smartly-designed heating 
units for small homes and individual apartments. The 
Wyandotte is a gas fired unit, while the Winterglo is 
designed for oil firing. 





WINTERWAY MOHAWK 


For basement installations. The steel, oil fired Winterway, 
popular for small to medium homes, is designed for 
unusual flexibility and ease of installation. The Mo- 
hawk, a de luxe cast iron winter air conditioner, pro- 
vides automatic gas fired heating for virtually any 
size home. Both are typically compact in design. 














NAVAHO SHAWNEE 


For low-cost installations. The Navaho floor furnace is 
compact and shallow, can be installed easily in the 
floor of any small building, with or without basement, 
and does not require excavation. The Shawnee warm 
air furnace is ideal for installation in basements used 
as game rooms, laundries, or work shops. Both units 
burn all gases efficiently and economically. 














American-Standard 


First im heating..-.first in plumbing 
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HEATING EQUIPMENT 


.-. for every type of installation 


... for every type of fuel 


@ Choose American-Standard 
warm air heating equipment for 
basement installations or for small- 
space installations such as utility 
rooms, closets and alcoves. You'll 
find units in the American-Stand- 
ard line that will fill the bill 
exactly. For American-Standard 
warm air heating equipment in- 
cludes a wide variety of types, 
sizes and models of warm air fur- 
naces and winter air conditioners 
—designed to burn gas or oil or 
coal—plus the new Mayfair Sum- 
mer Air Conditioner and the elec- 
tronic Magne-filter Air Cleaner. 

This completeness of line is one 
reason American-Standard warm 
air heating equipment is used on 
so many jobs. It allows the widest 
possible latitude in designing and 
planning. And, too, American- 
Standard products are recognized 
for their engineering and con- 
struction advantages . . . for long 
life and dependability in service. 

You can depend on American- 
Standard warm air heating equip- 
ment to do the job right. 








MAYFAIR 


For summer cooling. The Mayfair summer air condi- 
tioner, latest addition to the American-Standard line, 
converts forced warm air heating system to year ‘round 
conditioning. It uses same duct system . . . mechanically 
cools and dehumidifies the air. 


MAGNE-FILTER 


For clean air year ‘round. The electronic Magne-filter air 
cleaner, installed in the return duct of any winter or 
summer air conditioning system, traps even the small- 
est dirt particles, removes pollen, air-borne bacteria, 
dust and smoke. 





American Radiator & Standard Sanitary Corporation - P.O. Box 1226, Pittsburgh 30, Pa. 
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FOR SCHOOLS 


Here is what Benjamin Kenneth Wyatt, architect for the 
Robstown, Texas and other school buildings, says about 
Stran-Steel Framing: 


“We have used Stran-Steel construction in several recent 
school buildings. 


“Besides being most flexible for modern design, providing 
light cantilevered construction, thin window mullions 
used with collateral materials, economical suspended fur- 
ring, Stran-Steel offers great rigidity with speed of erec- 
tion for greater economy. 


‘Being able to nail to Stran-Steel Framing gives the econ- 

omy of wood framing for dry wall construction (Knox 

School) also eliminates furring for metal lath (Robstown 

Schools) in plaster construction. Fire-safety and long life 

Electrical wirias :. ; is of paramount importance in school building construc- 
holes in bana a 18 installed tion, and incombustible Stran-Steel framework meets 
members. both of these requirements. 


mu 
Exterior y 


through fa sey Of school. 


ctory-punched 


Stran-Steel Framing makes it easy to design, easy to build 
BETTER BUILDINGS economically! If you are planning 
a school project, classrooms, or other type of construction, 
you can give your buildings a backbone of steel with Stran- 
Steel Framing. 


Complete literature and specifications data available upon request, 
or see Sweet's catalog service, architectural and builders files. 


piike = GREAT LAKES STEEL CORPORATION “= 
ane 
— NATIONAL STEEL wilag CORPORATION 


~ “J be’ 


i w 
construction. Note ho 
y to metal framing. 


of school under 


Interior view 1 is nailed directl 


wood collatera 





Corridor detaj 
ail 
tran-Stee] iy 


own Elementary School. 


Stran-Steel Framing for Robst STRAN-STEEL REG. U. S. PAT. OFF. 
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FOR INSTANCE—quality that 
the home-owner never sees is 
built into Curtis Silentite 
windows. The double-hung 
Silentite windows which 

flank this big Curtis picture 
window have the famous 
“floating” weatherstrips that 
assure a snug fit, yet permit 
easy operation. There are 
spring bronze leaf type 
weatherstrips at the meeting 
rail and also at the bottom 
rail. Double “Z” type spring 
bronze weatherstrips at 

the sides give uniform pressure 
on both sides of the window 
in all positions of opening. 


known independent laboratory show that Silentite 
wood casements will reduce by 16.4% the heat loss 
if t iy that usually occurs with ordinary casements, 
be : hy under comparable conditions. Silentite casements are the 
Z wr . at \ most weathertight casements made. They will not stick, 
wake} bind or warp. The sash cannot rattle or vibrate, 
’ cannot swing in the wind. Condensation is reduced to the 
minimum by the use of insulating glass. 
Screens are furnished. 


D liad al tal sh TI 
th } | 4 f ; TROUBLE-FREE CASEMENTS — Tests made by a nationally 
q! th } 4° 4 


a ae 


QUICK INSTALLATION— Because Silentite 
double-hung windows are precision-made, 
they can be installed in an average time 
of 3 minutes per opening. Silentite 
units provide easy operation, which they 
maintain throughout their lifetime. ! 
Each part of Silentite is specially designed ‘ i ms Complete technical information 
with relation to all other parts so that a ee ; NEI get yet 
all parts harmonize perfectly and fit =| is yours for the osking— 
properly. Remember, the Silentite window Re or mail the coupon! 
is a complete unit, consisting of frame, 
sash, lock, trim, screen and storm sash. 





Curtis Companies Service Bureau 
RJ-9S Curtis Building, Clinton, lowa 


TT Gentlemen: 

he U 4 T ] Ss I want to know more about Curtis Silentite Win- 
dows. Please send me your free window booklet. 
WOODWORK lam ( ) Architect ( ) Contractor (_ ) Prospec- 
tive Home Builder ( ) Student. (Please check 

S I LE NTITE Curtis mokes « complete line above.) 

PRe-riT of architectural woodwork for . 
the Insu/ated window the modern home. Moke te 
your next house “all Curtis.” 
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Advertisement 


$3,000,000 PROJECT puts cotege in hotet business... 


uses Frigidaire Refrigerators and Ranges throughout. 


LOCATION : Clemson, South Carolina 
WILLIAM G. LYLES, BISSETT, CARLISLE & WOLFF, Architects and Engineers 
DANIEL CONSTRUCTION CO., General Contractors 


A unique fund-raising venture undertaken by 
Clemson College in Clemson, South Carolina, casts 
this famous educational institution in the unusual 
role of innkeeper. For not only will this $3,000,000 
project pay for itself and later bring the school an 
annual 6-figure income, it will also provide the 
surrounding community with much-needed hotel, 
apartment and public dining facilities. 

In carrying out the modern design of this 51- 
building group, it was only natural for general 
contractor Charles E. Daniel to choose Frigidaire 
Refrigerators and Electric Ranges for both the 
hotel and apartment kitchens. Mr. Daniel says:“In 
selecting and planning the equipment for the 
newly completed Clemson House and Housing 
Project...Frigidaire products were chosen through- 
out to assure us that Clemson College would be 
granted years of excellent service. We know we 
have completed this project with the finest equip- 
ment available because Frigidaire products have 
a long-standing reputation for quality and service.” 

Phone for detailed information on any Frigid- 
aire Appliances you are interested in. Call your 
Frigidaire Dealer — or the Frigidaire Distributor or 
Factory Branch that serves your area. See Frigid- 
aire catalogs in Sweet's Files or write Frigidaire 
Division of General Motors, Dayton 1, Ohio. In 
Canada, Leaside (Toronto 17), Ontario. 


Compact Frigidaire Refrigerators and Electric 
Ranges, shown below, are standard equipment in 
Clemson Duplex Apartments as well as in hotel 
apartment kitchens. 


| 
Ls 
Ey 


NaTIONAL REAL Estate 


AND BUILDING JOURNAL 


Clemson House, modern, 250-room hotel, consists of 130 hotel 
rooms furnished in the latest decor, each room with private 
bath—plus one-and two-bedroom unfurnished apartments 


Shown above is an exterior view of one of the fifty build- 
ings, overlooking Clemson Campus, which contain 150 modern, 
garden-type apartments. 


FRIGIDAIRE Apptiances- 


Refrigeration and Air Conditioning Products 


Refrigerators + Food Freezers + Water Coolers + Electric Ranges 


Electric Water Heaters + Air Conditioning 


sal Babel q —_ 
¥ 9"? 


Home Laundry Equipment «+ 


Electric Dehumidifier + 





Frigidaire reserves the right to change specifications 
or discontinue models, without notice 
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RUSCO HOT-DIPPED GALVANIZED PRIME WINDOW 
winning rapid acceptance for all types of building 


Revolutionary new pre-assembled unit can 
be fully installed in minutes makes big 


savings in time, labor and maintenance 


SHAKER TOWERS, CLEVELAND, OHIO 

A Deluxe 92-apartment unit featuring the finest equipment throughout. 
Built by the Shaker Coventry Corporation. Rusco Prime Windows with 
insulating sash used exclusively on the 1,367 windows 


ARCHITECT: Joseph Ceruti 
STRUCTURAL ENGINEERS: Barber & Magee 
GENERAL CONTRACTOR: Roediger Construction, Inc 


Te or iT! A complete window unit—factory painted, 
fully assembled with glass, screen, built-in weather- 
stripping, insulating sash (optional) and wood or metal 
casing—all ready to place in the window opening. In RESIDENCE of MORRIS GARFINKEL, FREEPORT, LONG ISLAND, N.Y. 
many types of construction the Rusco Prime Window can Rusco Prime Windows with insulating sosh are used on all windows 
be fully installed in 5 minutes or less! except the fixed units of this beautiful home. Used as flankers for the 


p picture window installations, they provide rainproof, draft-free, filtered- 
Architects and builders report substantial savings in time screen ventilation 


and labor on Rusco Prime Window installations. Mainte 
nance is minimized, too, because of the triple weather 
protection of hot-dip galvanizing, Bonderizing and baked- 
on outdoor enamel finish. And standard-sized interchange- 
able glass and screen inserts permit making any breakage 
repairs in the maintenance shop, if desired. For full 
information and specifications, write Dept. 7, The 
F. C. Russell Co., Cleveland 1, Ohio. 





GLASS AND SCREEN INSERTS 
EASILY REMOVED FROM INSIDE 
FOR CONVENIENCE IN CLEANING. 
The Rusco removable sash fea- 


‘ ture has tremendous appeal as a 
_R at 4 © re) convenience and safety feature. 


yd HOT OIPPED GALVANIZED 
PRIME WINDOW a product of 


THE F.C. RUSSELL COMPANY, Dept. 7, NR-91 Cleveland 1, Ohio 


World's largest manufacturer of all-metal combinatior windows 
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BUILDING TEAM DISCOVERS SECRET 
OF MAKING HOUSES SELL FASTER! 














ZONOLITE’S’ Fire Safety, Insulation 
Makes Satisfied Buyers 


This building team is proud of the houses they build... and the 
reports they get from satisfied buyers. Buyers who tell prospec- 
tive buyers about their warm, dry Zonolite insulated homes. 
And here’s what this plastering contractor, general contractor 
and mason contractor have to say about the use of Zonolite 
vermiculite products in their buildings. 


A typical “Mountain View” Home, built with Zonolite Products. 
Put new time and labor saving Zonolite insulating Fill and Aggre- 
Bill Delatore, plastering contractor: “I find the gates to work for you. Get full details today! 
cost comparison of Zonolite Plaster Aggregate 
versus sand plaster to be the same on an average ee ZONOLITE COMPANY 
job—on big construction less cost with Zonolite 135 Se. LaSalle Street 
—and, in the winter Zonolite gives a compara- = Chicago 3, Iilinois 
tive saving because of easier handling.” Member of Vermiculite Institute 
1 — ee a a ee | 
Arthur Olsen, general contractor and president 
of Mountain View Homes in Newington, Conn., . R ZONOLITE COMPANY 
says: ‘From experience, I know that Zonolite acc Dept. NREJ-91 
Insulating Fill does a wonderful job. However, 135 S$. LaSalle St., Chicago 3, ill. 
the most important thing is the ease and econ- 
omy of putting it in place—no cutting, no fitting, 
no waste. Zonolite saves me time and dollars 
and gives my customers the best possible job.” ( ) Zonolite vermiculite Plaster Aggregate 
( ) Zonolite insulating Concrete 
Giulio Giulietti, mason contractor of New Bri- ( ) Zonolite Insulating Fill 
tain, Conn., who supervises the pouring of 
Zonolite Insulating Concrete floors in the 
Mountain View Homes, says, “Zonolite concrete 
is easy to handle, and fast to put in place. I know 
also that it really insulates the floor.” 


Gentlemen: 
Please send me FREE complete details on 
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FOR PERMANENCE WITH 
MINIMUM MAINTENANCE 
AT LOWEST COST... 


spect 
gluing 


a 








Lowest in price of all rustproof metals, aluminum 
has additional superiorities important to all realty 
investment. Aluminum is non-staining . . . the 
years merely “weather” it to greater beauty, with 
no need for protective painting. And aluminum’s 
capacity to reflect up to 95% of radiant heat makes 
it excellent insulation, either as roofing and siding 
or inside walls and attic. For the latter applica- 
tions, Reynolds Aluminum Reflective Insulation 
also provides maximum vapor barrier protection. 
Reynolds Metals Company, Building Products Sec- 


tion, Louisville 1, Ky. 

RERNOLDS Lifetime ALUMINUM GUTTERS AND DOWNSPOUTS 
FLASHING + ROOFING ACCESSORIES + NAILS 
INDUSTRIAL CORRUGATED + WEATHERBOARD SIDING 
5-V CRIMP AND CORRUGATED ROOFING AND SIDING 


REYNOLDS ALUMINUM WINDOWS 
Residential Casement, Double-Hung, Fixed and Picture 


REYNOLDS ALUMINUM REFLECTIVE INSULATION 


Aluminum is required for planes and other military needs. 
Production on some of the above items continues but in 
limited amevunt. Expanding aluminum capacity promises 
increased supply. 


wp you ste aust 
you know ms NOT 
REYNOLDS 
fetime ALUMINUM 
BUILDING provucts 


REYNOLDS ALUMINUM 


pee ee = MAIL THIS COUPON oe oe ee ee 

Reynolds Metals Company, 9 

Building Products Section, 

2016 South Ninth St., Louisville 1, Ky. 
From the listing above, | am particularly interested in the 

following products. Please send complete information. 





cei ciieaccichecidnaecaaiacicheait Title 
ele 
Address. 


City. Se 








Zone___ 





16 


| Chicago Realtors “Swap” Property 


(Photo Courtesy Business Weex) 


POTENTIALLY profitable aspect of the real es 

tate business seems to have been unveiled by the 
“swap club” recently organized by Chicago brokers. 
At least the Chicago Realtor Traders Club — started 
by the Brokers Division of the Chicago Real Estate 
Board — found that its membership list had sky-rock 
eted to 100 at its second session. At latest reports its 
popularity i. still growing. 

The purpose of the club is to widen the opportuni 
ties for advantageous training. Monthly meetings are 
held at which each member briefly states what prop 
erty he has to trade and what he'll trade it for 

The key to the growing “swap” market lies in the 
reluctance of many industrial property owners to 
sell because of the capital gains tax even though 
they might prefer property at a different location 
Under the internal revenue code no gain or loss is 
recognized on the equal exchange of like property 
held for productive use in trade or business. So more 
and more owners who balk at selling are finding 
trading desirable. 

Suppose, for example, that the owner of a small 
industrial property wants to sell it and put the money 
into a motel. The market value of his property has 
increased from $20,000 to $35.000 since he bought 
it; so he'll be subject to capital gains tax on the 
$15,000 difference. On the other hand, if he can 
trade his property for the motel he wants, he will be 
subject to no capital gains tax at all. So “swapping” 
is getting popular. 

This tax advantage is the main reason for property 
trading, but it is not the only one. Many people want 
to move from the city to the country, or to resort 
property, or they want a shop of their own in a 
smaller city. Others want to get in on a rising market 
for industrial property. 

Most of the property offered on the trading block 
at the Chicago Realtor Traders Club is industrial or 
income property because that’s what most of its 
members handle. At the club’s first meeting a $190, 
000 suburban apartment building with a $90,000 
mortgage was traded for a smaller commercial build 
ing valued at $85,000, plus $15,000 cash. At the sec 
ond meeting the total value of property offered for 

| trade was about $10 million. Transactions aren't 


(Please turn to page 49) 
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There’s more for your money 
in this interlocked, interwoven, 
fully ventilated wood core 


Do you judge construction with construction or compare price 
with price, overlooking the age-old maxim that you get only what 
you pay for? 

Buying on a price basis, being willing to put up with unproved 
doors that are ill-conceived and poorly built may save dimes initially 
... but it will lead later to dollars spent for replacement. Genuine 
economy — and a good selling feature — is effected by the specula- 
tive builder who sees to it that costs are lowered by the only way 
that really counts — that the FIRST COST IS THE LAST COST. 

That proposition is unconditionally guaranteed in Paine Rezo 
doors — the originally patented hollow-core door time-proved since 
1935 by over five million installations from coast to coast. No other 
manufacturer can point to such a record of service to the building 
industry, nor to any other door that provides an equal degree of 
guaranteed satisfaction in performance. 

Write for a factual, well-illustrated data bulletin. 


Manufactured by the 








wy ; 
PAVE LUMBER (0.. trp, 224 
‘ 4 i ; ) i l ee ‘| I). Wicomsin 


(ESTABLISHED 1853 


a 


NaTIoNAL Rea Estate AND BurLpinc JournaL — September, 1951 


Literally, you can see the strength 
of the Paine Rezo door — lighter 
than any door of its strength; 
stronger than any door of its 
weight. Chain ventilating channels 
to each cell absorb or discharge 
humidity uniformly; and the inter- 
locked, cross-banded wood strips 
check any tendency to warp 








NIRENSTEIN’S 


New Atlas of the Solid South 


Most Extensive Real Estate Survey Ever Compiled 
of the Principal Cities in the Following States: 


ALABAMA 
FLORIDA 
GEORGIA 
LOUISIANA 
MISSISSIPPI 


NORTH CAROLINA 
OKLAHOMA 
SOUTH CAROLINA 
TENNESSEE 

TEXAS 


* *¢ & & 
America’s Most Colorful Shopping Centers 


Write Now ... For Illustrated Brochure 


NIRENSTEIN’S NATIONAL REALTY MAP COMPANY 
377 Dwight St. Springfield, Mass. 
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Let us send you 


The KIPLINGER LETTER 


to help you plan ahead 
13 weeks’ trial, only $3 


You'll profit when you use the Kiplinger Washington Letter, 
because: 

@ You'll find out what to expect in government policy, 

business trends, taxes, production, controls, shortages. 


@ You'll get advance information and analysis that keep 
you ahead of competition — and warn you of changes 
affecting your job, your business, your earnings. 


When you receive your first Washington Letter, you'll un- 
derstand why it is so important to board chairmen, to rising 
executives, to the owner of a one-man shop. Each weekly 
Letter is packed with facts . . . no editorials about what 
“ought to be,” but practical, useful guidance on how to plan 
for today’s difficulties — and today’s opportunities. 


You can have the Washington Letter on your desk every 
Monday morning for 13 weeks for only $3.00. Regular full 
year rate is $18.) 


Just tear out this ad, and return it to us today. Attach 
your check, or tell us to bill you later. Either way, we'll 
start your trial subscription immediately. 


KIPLINGER 27274. 


Reom 917 1729 H St., N.W., Washington 6, D.C. 
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from Journal Readers .. . 
Tribute to Statesmanship 


“As a constant reader of the Journa, I should 
like to bring to the attention of the editor an example 
of real estate statesmanship. 

“T have recently become interested in creating an 
industrial terminal district in the Philadelphia area 
I called upon Jim Hanson, vice-president of Alexander 
Summer, Inc., who created the See County Indus- 
trial Terminal and whom I consider to be one of the 
outstanding industrial realtors in the country. 

“Mr. Hanson, though an exceedingly busy man, 
took a morning off for an interview, described each 


| facet of the operation, explained obstacles, pitfalls, 


and opportunities. He gave me guidance and concrete 
suggestions as to the next moves. He was brimming 
with confidence and delighted that I was undertak 
ing the project. I was most anxious for him to partici- 
pate in the work and gain a direct profit therefrom. 
His answer was noteworthy: He said he felt that the 


| load would be too great, but that I could count on 


him for guidance every inch of the way, and if any 
roblem became too great, he would take a personal 
fond to help. 

“Of great interest to me was the capable engineer- 
ing work which Mr. Hanson did in all of these mat- 
ters through Alexander Summer Industry Surveys, 
Inc. His company has rendered an engineering serv- 
ice to industry which only a practical real estate firm 
could do. For example, one of the major companies 


| which occupies a tract in the terminal was so impress- 
| ed with the planning that Jim Hanson’s engineers 
| had created that it tried to duplicate the property 
} with another engineering firm in a different part of 


the country. They had Jim on the phone after awhile 
and tried to figure out why their new building had 


| cost $200,000 more than Jim had paid to build the 


last one. The answer was simple. Jim Hanson is an 
industrial real estate man and an engineer. He does 
not live in an ivory tower. 

“Tt seems to me that men like Jim Hanson are ele- 
vating the real estate profession in many ways. First, 
they are rendering a service to industry, which is a 
proper real estate function. Second, they are improv- 
ing the cities in which they operate. Third, they are 
unselfishly and fearlessly improving the real estate 
abilities of other men in the field who in turn can do 
more for the country. Fourth, they are creating, not 
merely trading. 

“The editor may be interested to know that the 
work of Jim Hanson and the Alexander Summer 
Company first came to our attention through your 
JOURNAL.” 

Puiturr S. SELTZER 
Philadelphia 
Orchids 


“The JOURNAL is the best book in the real estate 
field. I mean it!” 
C. Howarp Murpuy 
Auburn, New York 


“The enclosed check for a subscription to the 
JOURNAL is the first check issued by my new firm 
. this shows how well I think. of your fine maga- 
zine.” 
Bake YOUNG 
Nampa, Idaho 
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PLATE 4 LIGHTING 
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.-Pin-Hole Spot 
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How to Add “Quality” Appeal 
with “Economy” Dollars 


When you're weighing “extras” to give “quality” appeal 
to your homes, decorative lighting should be at the 
top of your list. 

Design details are simple. Construction costs are 
low. Results can be striking. 

In the room illustrated above, cornice lighting em- 
phasizes the striking wall decoration, highlights the 
draperies and gives good general illumination of the 
room. A pin-hole spot in the ceiling draws attention 
to the table... decorations ... setting. The result 
speaks for itself. 

Cornice, valance, cove, and recessed lighting are 
some types of decorative lighting that are being 
used throughout the home. They're the kind of “extras” 
that make people dissatisfied with what they have... 
make them prospects for new homes or modernization. 

It will pay you to investigate these possibilities . . . 
ask for booklet. Better Homes Bureau, Westinghouse 
Electric Corporation, P.O. Box 868; Pittsburgh 30, Pa. 

G-10151 


Better Homes Bureau 

Dept. NRJ-9 

Westinghouse Electric Corp. 

P. O. Box 868, Pittsburgh 30, Pa. 


Please send me a FREE copy of your book — Design 
Details for Electrical Living Homes— B-4671-A. 


Name 
Street 


City 








ARCHITECT: WALTER K. DURHAM, PHILADELPHIA 


THE OUTSIDE SENT THEIR SPIRITS HIGH... 


More often than not, it’s when thev get inside that 
prospects feel impelled to buy. More often than not 
they feel impelled to buy when the walls and ceilings 
are SHEETROCK* Gypsum Wallboard! For SHEETROCK 
offers the benefits home buyers want, benefits which 
include, among many others, durability, high resale 
value and ready acceptance in the financing field 
Your U.S.G. representative will gladly show you how SHEETROCK takes any decoration 
SHEETROCK homes can help you profit. Invite him in! 


There's no obligation, of course 
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SHEETROCK fights fire 


SHEETROCK endures a “housetime”’ 


United States Gypsum 


For Building + For Industry 





ylatio * Roofing «+ Paint 
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SHEETROCK provides smooth beauty 
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SHEETROCK means early occupancy 


There’s only ONE 


SHEETROCK 


FIREPROOF GYPSUM WALLBOARD 
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Industry Spotlight 


THE fire under home building was rekindled last 

month as Congress eased credit controls. The re 
laxation of Regulation X is expected to head-off any 
anticipated dip in the building pace for the last half 
of this year. 

Veterans in low-cost building areas will benefit 
most from the Defense Production Act. The Act re 
laxes credit on houses costing $12,000 and less, ex 
tends the amortization period from 20 to 25 years, 
allows the Federal National Mortgage Administration 
to make advance commitments to purchase mort 
gages up to $2 million, and authorizes $114 billion 
for FHA insurance of loans. 

FHA may insure mortgages in defense areas not to 
exceed 90% of appraised value up to a maximum of 
$8,100 for a one family house. These limits may be 
raised to $9,000 in high cost areas and may be in 
creased by $1,080 for a third or fourth bedroom. Pur 
chase and occupancy preference must be given to de 
fense workers. 

The following table shows what down payment 
and monthly payment is required to buy a new 
house under the revised regulations. Mortgage pay 
ments include interest at 4% on GI loans, 434% on 
private loans, and 414% plus 4% insurance charge 
on FHA loans. Amortization is 25 years for $12,000 
and-down houses, 20 years for houses $12,000-and-up 


FHA or Private Loan GI. Loan for Veterar 
Down Monthly Down Month! 
Sales Price Payment Paymer* Payment Paym 
$ 5,000 $ 500 $26.20 $ 20 
7,000 ‘ 700 36.68 280 
10,000 1.500 49.50 600 
12,000 2.400 55.90 960 
20,000 8,300 77.18 7,300 
25.000 12.500 82.46 11,250 


. * * * 


A new plan for house insurance is gaining favor. 
The idea is to work out life and health insurance poli 
cies on homes, comparable to the maintenance and 
replacement funds which industries set aside 

Proponents of the plan say that about the time a 
home owner pays off his mortgage he is deluged with 
costs because the roof needs re-shingling, heating 
plant worn out, lumber decayed, and so on. They 
propose that the insurance policy include expert pro 
fessional inspection followed up by maintenance, for 
which the insurance company could organize local 
groups of small contractors who would have the ad 
vantage of steady work 


* * * . 


A report just issued from the Bureau of Labor 
Statistics and the Housing and Home Finance Agen 
cy shows that about 1,000 builders constructed one 
third of all the dwellings started tn 1949 by residen 
tial building firms. More than a fourth of all private 
ly-financed non-farm dwellings started during 1949 
were built by non-professionals — persons who built 
houses for their own families. Operative builders ac 
counted for one-half of all the homes started that 
year. 

> * > * 

The Bureau of Census reports that the median of 

income of non-farm families jumped from $1,431 in 


(Please turn to page 49 
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The acceptance of Thermopane insulatin 
Ford’s transparent insulating unit—has 


REGISTERED . 8. 


PAT. OFFICE 


glass— Libbey ‘Owens: 
en tremendous. It is 


timely to emphasize the following: 


We make these statements because the 
function of a trade-mark is to identify 
the 


and to eliminate the possi- 


unequivocally manufacturer of a 
product... 
bility of confusion in the mind of the 
public concerning the producer of a speci- 
fied product . . . and to assure that the 
customer gets what he orders. 

We are sure that architects, contrac- 


tors and others who are familiar with the 


LIBBEY-OWENS-FORD GLASS 


TOLEDO 


1. Thermopane* is a registered trade-mark of the 
Libbey-Owens-Ford Glass Company; 

2. Only Libbey-Owens-Ford makes Thermopane 
insulating glass; 


3. Only Libbey-Owens-Ford can call a transparent 
insulating unit Thermopane; 


4. Only Thermopane has the Bondermetic Seal* 
which bonds the panes of glass into one unit to pre- 
vent dirt and moisture from entering the dry air 
space; 


5. The name “Thermopane” can and should be 
used when referring to the L-O-F product only; 


° 


6. The word “Thermopane” should never be used 
when referring to any other brand of multiple-glazing 
construction. 


superiority and advantages of Thermo- 
pane will welcome these statements . . . 
will refrain from using our trade-mark in 
referring to any construction or product 
not made by the Libbey-Owens:Ford 
Glass Company. 

We believe that our readers will under- 
stand L-O-F’s pride in Thermopane and 
our sincere desire to have Thermopane 
continue to enjoy its individuality. 


COMPANY 
3, OHIO 








» Two Panes of Gloss 
: Blonket of dry oir 
LOOK FOR THE NAME ON THE SEAL BETWEEN THE PANES : , insulates window 


Pa FOR BETTER VISION SPECIFY THERMOPANE MADE WITH POLISHED PLATE GOASS 
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\\) Bondermetic (metal- 
~ to-gloss) Seal* keeps 
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N THIS half-war economy, with additional housing urgently 

needed in many defense areas, the Defense Production Act, 
which eases credit restrictions on houses of $12,000 and less, comes 
as welcome news. Real estate builders are well-qualified to help 
provide this housing, not only because they know how to achieve 
economies through multiple construction, but also because they 
are specialists in all phases of building houses for sale or for rent. 

In the scramble to provide this defense housing, there is a defi 
nite opportunity for experienced real estate men to use their spe 
cialized knowledge in still another way . . . creating new housing 
units by remodeling existing properties. From every standpoint — 
conservation of building materials, speed in obtaining the needed 
housing, and protection of present property values — the remodel- 
ing of existing buildings is desirable. 

In every city and town across the nation there are houses which 
are not being put to their best use. Large, old houses occupied by 
one family or “white elephants” can be renovated into profitable 
multiple-dwelling units. But that takes imagination, courage, and 
know-how. 

The crux of the remodeling problem is economic rather than 
technical. There is no apparent shortage of technical ability in re- 
modeling old houses and apartments. Any architect, building con 
tractor, painter, plumber, or carpenter can suggest physical chang 
es that might improve the property. Any good decorators can 
style it. There is no trouble in getting advice of this kind. 

The trouble comes in deciding just what changes will pay out 
over a period of years, just what building materials and equipment 
are most likely to hold down the operating costs and keep the prop- 
erty rentable and saleable. And then there’s the problem of figur- 
ing out how the work may best be financed to protect the owner's 
present investment and safeguard his future obligations. 

This is the function of real estate men — experienced in new 
construction and remodeling, trained in property management, 
and well-versed in property values and operating costs. No archi- 

Publisher tect, contractor, or building tradesman can supply as well the in- 
Hensznr S. STAMATS formation that a property owner needs before he gambles on the 

Editorial Director future to the extent of remodeling for the present. 
Ratpu H. Cements Bringing this specialized knowledge to bear on present housing 
Editor and Business Manager conditions, both in new construction and remodeling, is one of the 
Bos Fawcett most valuable services that real estate men can perform to help the 


Managing Editor defense program, their communities, their clients, and themselves. 
Ricwarp W. Royer B.F 
Associate Editor bie 
Witttam O. Turner 


Editorial Assistant: Dorothy Quinn 
Research Assistant: Elsie Patterson 
Tax Editor: Bert V. Tornborgh 
Legal Editor: George F. Anderson 
Art and Layout: Donna Nicholas, director; 
George Bacon and Vivian Ives, assistants 
Circulation Manager: E. J. Dvorak 


Production: George E. Hogan, director; 
Roger C. Hawley, assistant 
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Survey Points Trends in Built-for-Sale Housing 


Based on a comprehensive survey among JOURNAL 
readers, this is the first in a series of articles on trends 


and characteristics of homes being built for sale 
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HAT TYPE of house is being but in today’s 

topsy-turvy market? How many houses is the 
average real estate builder constructing? In what 
price range? What type of architecture is most sale- 
able? How many rooms does the most popular house 
have? How is it being advertised and sold? And what 
experiences are the nation’s real estate builders hav- 
ing in financing their homes? 

To get the latest answers direct from the source, 
the JouRNAL sent out a four-page printed question 
naire to 2000 readers last month. The questionnaires 
were mailed to a cross-section of readers in 48 states 
and, because they represent leading real estate or 
“operative” builders, the answers give a good com 
posite picture of what the 1951 built-for-sale housing 
picture is like. 

In spite of financing difficulties, which builders re 
port in every section of the country, home starts this 
year are second only to the peak year of 1950. Sur 
vey results show that an average of 60.5 homes is 
being constructed by each builder. (A similar survey 
taken in July, 1949, showed 57.9 homes per builder. ) 
The number of homes varies widely from a low of 
one to as many as several hundred. 

The survey shows a definite upward trend in the 
percentage of houses being built for sale out of the 
total housing picture. Of the 60.5 home average, 
30.5 are being built for sale, 8.09 custom-built, and 
1.4 for rent. And the survey shows that the per 
centage of for-rent housing is down along with a 
slight decrease in custom-built homes. 

Price range of homes goes from an average low of 
$11,285 to an average price of $20,555, a definite 
boost from the over-all average price of $13,390 in 
1949. Lowest price reported was $3500 in Oklahoma 
City and highest was $70,000 in Cleveland. Signifi 
cant is that more for-sale houses are being built for 
higher-income groups, especially in eastern and mid- 
dle-western states. Lowest prices are still reported by 
southern states, especially the West South Central 
region, although Indiana and Ohio showed gains in 
the construction of low-cost housing. 

JoURNAL readers continue to vote for a modern- 
ized traditional architectural style as the most sale 
able in their areas. A total of 30.8% voted “for tradi- 
tional” (defined as Cape Cod, American Farmhouse, 
Georgian, English, etc.) and 5.1% voted for “mod- 
ern” (defined as flat-roofed, strictly functional). 
“Modernized traditional” (a blend of traditional and 
modern) was checked off by 79.4 of the answerers as 
being the most saleable in their area. 

These answers and those reporting whether “mod- 
ern” is gaining in popularity show a slow trend to 
the strictly modern type of architecture, with the 
principal loss in popularity going to traditional styl- 
ing. A blend of the two types, the popular ranch-type 
house, is showing ever-increasing coleability. 

(The answers to architectural style are significant 
from a public acceptance standpoint. Men who build 
homes for sale are careful to invest their money in 
styles which will sell the most rapidly. The over- 
whelming vote for “modernized traditional” and the 
gradual growth of “modern” is a definite key to pub- 
lic demand. ) ; 

To the question, “From how many basic plans do 
you build?” the average answer was 6.1 plans, a de- 
crease from the 8.1 average in 1949. However, size 
of the houses remains about the same — 5.3 rooms 
and 2.6 bedrooms. A total of 93.3% of the builders 
answered that they provide a dining area and 73.5 
indicated that they provide a dining room. 


Many real estate builders have changed their sales 
programs to meet current conditions. Although 
52.9% build a group of houses before a sales cam 
paign is launched, 36% are taking orders from one or 
two pilot models or demonstration houses and build 
ing ont there, believing it’s safer to get the order 
now before starting construction. 

Builders say that newspaper classified advertising 
is their most effective type of promotion, followed 
closely by newspaper display and demonstration 
house showings. Radio, television, direct mail, repu 
tation, and personal contact were named in that 
order. , 

Seventy-five percent of the builders say that fea 
turing nationally-advertised products in their homes 
is an essential part of their sales programs. And be 
cause they do j accretion and advertise certain pro 
ducts, these builders exercise special care in selecting 
the brands to be used, making the selection them 
selves in 88.7% of the cases. 

It is interesting to note builders’ answers to what 
features they stress most those that have the 
most appeal to prospects. These, in order of frequen 
cy of mention, are: location, design, construction, 
easy financing, complete kitchens, air conditioning, 
large lot, storage space, large windows, heating, roofs, 
millwork, insulation, attractive bathrooms, floor cov 
erings, paint. 

Significant is that more stress is being put on com 
ylete kitchens and air conditioning, which showed a 
big jump in home buyer appeal over the results of 
the JournNnav’s 1949 survey. Builders are emphasizing 
location more than previously and finding that large 
windows have less appeal than in 1949, probably be 
cause the so-called “picture window” has been mis 
used. 

Financing continues to be a sore spot with most 
builders in all sections of the country. Answers to a 
question about the current financing situation in their 
respective areas show that 52% believe it is getting 
worse, 34.1% believe it is about the same, and 13.3% 
say it is easing up. Asked how most of their houses 
are financed now, 44.6% checked conventional, 
55.9% answered FHA, 41.6% said GI, and 5.6% list 
ed miscellaneous sources. 

Financing difficulties do not seem to predominate 
in any one area, although builders in certain sections 
of the country report some variance in their type of 
sroblem. The survey indicates that New England 
bedhdore are experiencing the least trouble. Follow 
ing are some typical comments 

“We can finance five homes at once now compared 
to 50 a year ago.”— California. “There is no GI 
money for houses over $10,000.”— Oklahoma. “I 
have plans for 16 four-plexes but no one will take 
the financing.’”’— Iowa. “New regulations requires a 


(Please turn to page 48) 





How the survey was conducted . . . 


Four-page questionnaires were sent to 1900 
representative JouRNAL readers. Names were 
waacial at random from subscription lists, di 
vided by states according to population 

Returns were classified and averages com 
piled by section of the country to show any 
regional trends. Survey results in this article 
are compared with a similar survey taken and 
handled in the same manner in 1949 
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Including appliances in the home mort- 
gage gives a look of completeness to an 
otherwise bare, new kitchen, thus helping 
to stimulate sales. This kitchen is in one 
of the homes of Realtor-Builder Henny 
Moligaard, Milwaukee. 





‘Is the Packaged Mortgage Helping Sales? 


& By BOB FAWCETT 
Editor 


No problem ever confronting a real estate builder can be so important as building a house that will sell 
readily. Knowing this, astute builders are continually searching for ways to offer as attractive and 


ae s 


pletely-equipped houses as today’s selective buyers can afford. The kitchen, a focal point of sales, 





has received special emphasis . . . and with it has boomed the popularity of the packaged mort- 


gage. Here is what builders say about the sale value of including major appliances in the mortgage 


N AN OHIO CITY recently, a project of 10 three 

bedroom homes stood vacant. They were reason 
ably priced, but government credit restrictions had 
screened out dozens of buyers. A few blocks away, 
another project of homes at a slightly higher price 
was being sold out. When asked the reason, the build 
er of the second project mentioned two words, “Pack 
aged mortgage.” 

Although it is not a new plan, the packaged mort 
gage rp ae major appliances in the home mort 
gage) has achieved considerable popularity among 
builders and home buyers during the past few years 
But how is it standing up under today’s conditions? 
How important is it as a wedge to open the sales 
door? 

To answer these questions, the JourNaL took a 
special survey and found that 57.3% of real estate 
builders queried are now equipping their homes with 
one or more kitchen or laundry appliances. In spite 
of credit restrictions and the shortage of mortgage 
money, this is an increase of 1.7% over the 55.6% 
using the plan in the Fall of 1949. 

aco enough, credit restrictions are cited by 
the builders to be one of the biggest drawbacks as 
well as inducements of the packaged mortgage. Some 
builders who have included appliances have re 
luctantly given up the plan because of the tighter 
outlook by mortgage agencies plus higher downpay- 
ment requirements. They say downpayments have 
been pegged so high by the government that adding 
to the price of a home in any way works a hardship 
on the buyer. 

On the other hand, many builders say that higher 
downpayments offer more reason for the packaged 


mortgage. They argue that by the time a buyer 
makes his downpayment, he doesn’t have enough 
left over to buy appliances separately, even on the 
short term arrangement possible. They say the down 
payment is raised only slightly, by including ap 
pliances in the mortgage, and the buyer can make 
his payments over the life of the mortgage. 

Principal among the advantages named by 
builders is the “one package” feature. But builders 
are also quick to say that they can plan their kitchens 
and laundries more efficiently, knowing exactly the 
size of the appliances to be used, and that appliances 
in these rooms create more interest of critical house 
wives. 





Increasing in popularity are ic dishwashers, garbage 
li 1 units, ic washing machines, included more often 


by ‘builders now than refrigerators and ranges. 
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James Hitchcock of G. W. Williams Company, real 
estate developers of Burlingame, California, says, 
“The plan enables the purchaser to buy a complete 
home under one loan payment. It saves the cash out 
lay by the purchaser and gives a ‘modern touch’ to 
our sales program.” 

Builder John Bonforte of Pueblo, Colorado, in 
cludes refrigerator, range, automatic washing ma 
chine, and garbage disposal in his $9,500 to $13,000 
homes. He says, “We find the packaged mortgage 

uite effective because the buyer can use the capital 
that he otherwise would have needed to buy appli 
ances to purchase furniture and other necessary 
equipment for his home.” 

Thomas Alberg of Seattle, who builds homes in the 
$10,000 range and includes refrigerator and range in 
the mortgage, says, “The kitchen can be planned 
much better when we know specifically the size of 
the appliances. Including this equipment gives a 
bare, new house a more livable look. It is appealing 
to women because they can get a more complete pi 
ture of the home.” 

Builder William Mann of Long Island, says, “The 
packaged mortgage is valuable for several sales rea 
sons. Including ‘name’ equipment helps sell the over 
all quality of the house. Then, too, the buyer has a 


smaller cash outlay and gets better service on all 
appliances because they are made by one manufac 
turer.” 

Ted Brown, San Angelo, Texas builder, explains, 
“Most home buyers want a luxurious-looking kitch 
en, complete with the latest in labor-saving appli 
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Builders say the biggest advantage of including 
appliances is the convenient “one package” 
financial arrangement for the buyer. Realtor- 
Builder Albert Balch, Seattle, offers complete 
kitchens, laundries in most of his homes. 
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ances. When we put in those appliances, it helps sell 
prospects all the more.” 

In his $15,000-and-up homes, Harry Hurni of 
Kalamazoo, Michigan, includes refrigerator, range, 
automatic washing machine, and clothes dryer. He 
comments, “People who are looking for modern, 
efficiently-planned homes also want modern appli- 
ances, it has more sales appeal. The packaged mort 
gage is especially attractive to women, who spend so 
much of their time in the kitchen and laundry. And, 
of course, in many cases they are the deciding factors 
in buying homes.” 

Graeme Stewart, Wheaton, Illinois, is one of the 
real estate builders who has discontinued use of the 
packaged mortgage. He says, “the plan certainly is 
effective in selling homes, but prices on new construc- 
tion are so high that we had to discontinue applianc- 
es to keep the sales price down.” 

Builder H. W. Cheel, Ridgewood, New Jersey, says, 
“Houses are much more saleable under the packaged 
mortgage plan, but financing is too difficult now.” 

Other than higher downpayments required by in- 
cluding appliances, the most common complaint of 
builders aout the packaged mortgage is getting lend- 
ers to approve the inclusion of such equipment. 

Frank Burns, Denver realtor-builder, says, “Due 
to FHA and VA downpayment requirements, the 
packaged mortgage probably is not as effective today 
as it was prior to the establishment of credit restric 
tions. It is still difficult to obtain the approval of 
lenders to include such appliances in the mortgage 
However, it is being recognized as a common practice 
more and more.”’ Burns includes an automatic wash 
ing machine, refrigerator, and range in the homes he 
builds for $8,500 and up, but such inclusion is option 
al with the purchaser. 

Jules Reinauer of Lake Charles, Louisiana, says, 
“T am building $10,000-$12,000 homes and believe 
the packaged mortgage would be an effective sales 
tool if mortgagors would accept them more readily.” 

Another disadvantage mentioned by some build 
ers is that there are cases where prospects have their 
own equipment or would rather choose their own. 
William Joern, LaGrange Park, Illinois builder, says, 
“We include electric ranges and refrigerators in our 
$22,500 to $30,000 homes. We find that many buyers 
have new equipment and are not interested in sell 
ing it at a loss.” 

Although he includes ranges and refrigerators in 
his apartments, Builder J. S. McMahon has not in 
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cluded them in his homes. He says, “I know that it is 
effective in selling homes, but I have not used the 
plan because in a few cases sales prospects have new 
appliances which they do not wish to sell in today’s 
market.” 

Most mentions of buyers having their own equip- 
ment come from builders of higher-priced homes 
where buyers more logically have these appliances 
or have the necessary money and wish to buy them 
separately. j 

A good case-in-point of packaged mortgage use is 
the operation of Albert Balch, realtor-builder of Seat- 
tle. Balch included major appliances in the mort 
gages of 90% of his houses selling from $7,000 to 
$9,000. On houses selling from $11,000 to $18,000 
he includes appliances in about 50% of the mort- 
gages. Balch buys one brand of appliance for his 
homes, as do most other builders, and supplies, at 
the buyer’s option, a range, refrigerator, automatic 
washing machine, and economy clothes dryer for his 
smaller homes and a deluxe clothes dryer for his 
larger homes. 

Balch says, “The packaged mortgage is most effec 
tive in selling homes below $10,000. The economy 
house and low income buyer appreciates more than 
we can realize the inclusion of the equipment in 
his mortgage. A survey was made in our Park Lane 
district, a subdivision of $7,500 homes, and the people 
were unanimous in applauding the plan. Almost 
every buyer dE oe the complete package and 
most of the people told the interviewer that they 
could not have bought the home had the equipment 
not been included in the mortgage.” (See the Jour- 
NAL of January, 1950 for results of surveys among 
buyers of packaged mortgage homes. ) 


Convenient arrangement used by Builder John Bonforte of Colo- 
rado Springs is laundry-utility room adjacent to kitchen. Bon- 
forte installs refrigerator, range, automatic washing machine, 
garbage disposal in his $9,500-$13,000 homes. 


Balch, like many builders, has found difficulty in 
getting investors to buy mortgages with appliances 
included, but he says, “National Life of Vermont and 
Bankers Life of Iowa are two insurance companies 
who have approved wholeheartedly the inclusion of 
equipment in the mortgage. There are others who 
are reluctant to accept the idea. 

“The type of lender who has invested in FHA and 
VA mortgages from the start and who keeps abreast 
of current building conditions and is alert to new 
ideas is the one who approves the packaged mort 
gage. 

L. Douglas Meredith, executive vice president of 
National Life Insurance Company, one of the pio 
neers in planning the packaged mortgage, says. 
“When this loan plan was first announced it repre 
sented a striking innovation in the mortgage loan 
field. Many people sincerely doubted at the outset 
the advisability of attempting to include the financ 
ing of major kitchen and laundry equipment by 
placing it under the lien of the mortgage loan. Their 
reaction is readily understandable. However, as each 
objection was analyzed it disappeared, and with great 
rapidity those who doubted the advisability of using 
the plan began to accept it. 

“T believe it can be stated without equivocation 
that the packaged mortgage loan is now an integral 
pattern of financing home ownership in the United 
States. It is true, of course, that the plan has not been 
tested in the crucible of a deaveiend real estate mar 
ket, but, despite this fact, its apparent soundness to 
date has given those lenders using the plan no cause 
for concern.” 

One of the major arguments of lenders against the 
plan is that it is unrealistic from a lending standpoint 
to finance under a 20 or 30-year term appliances 
which may last only 10 to 12 years. Others argue, 
however, that the cost of paint, roofing, heating are 
included in the mortgage and yet such items may not 
last over the term of the mortgage. Lenders favoring 
the plan also say the home buyer is a better credit 
risk when buying one “package” rather than if he 
has several loans to‘ drain his finances. 

Interestingly enough, the type of appliances in 
cluded in the mortgage has changed greatly during 
the past two years. In the JouRNAL’s surveys of 1949 
and 1950, refrigerators and ranges were the appli- 


(Please turn to page 43) 


It is a mistake for a builder to add equipment without carefully 
planning space. Although this is an “economy” kitchen, auto- 
matic washing machine crowds base cabinets at left, separates 
refrigerator from cooking area. 
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Above: One of the new style ovens and cannister-typs 
metal-lined drawers can be installed in unemployed space 


Door to cabinet swings out for easy access to appliances 


Right: A 2’ x 5’ x 7° cupboard provides a handy solution 
to guest problems. Roll-away beds double-deck into closet 


Below: A bedroom looks larger if a chest, complete with 
mirror and lighting, is built in large wardrobe closet 


Lower right: This kitchen table folds down from the wall 
to form a convenient counter and exposes six deep shelves 
for service ware. Braces on counter end support the table 





Make Your Listing 


Arguments Effective 


By A. G. TEEPE 
Portland, Oregon 





Every real estate salesman knows that in order to have a large 


quantity of saleable listings a great deal of time must be spent mak- 


ing calls on prospects. But the real payoff on calls is likely to be 


smell if a presentation formula isn’t air-tight against prospects’ 


objections to listing property with a broker. Our author's article 


gives experienced ideas for ways to help enlarge your listing file 


T’s axiomatic in the real estate 

industry that to have a large 
file of quality listings you must 
constantly make new contacts and 
make repeat calls on old clients. 
Of equal importance is that these 
contacts won't do you much good 
if you don’t have convincing rea- 
sons why an owner should list his 
property with you, how to impress 
an owner favorably during an in- 
terview, and how to handle a 
“sales price” discussion tactfully. 

Occasionally, while trying to get 
a listing, you will find an owner 
who says, “Suppose I get a chance 
to sell my home myself.”’ Of course 
he might get such a chance and 
you should tell him so . . . don’t 
attempt to deny that he has an un 
disputed right to try and sell his 
property. But don’t forget to tell 
him that the purpose of listing his 
property with you is to help him 
make a sale, not hinder him. 

This approach is very effective 
and disarming and places an own- 
er in a more receptive mood to re- 
ceive your follow-up presentation 
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of sound reasons why he isn’t able 
to sell his own home nearly as 
advantageously as you can. | 

It’s imperative that you con 
vince an owner that he’ll make a 
mistake trying to sell his own 
home. Merchandising real estate 
is Just as specialized as the owner’s 
business and your experience and 
background are of so much value 
to him that it is highly unprofit- 
able for him to take time out from 
his own activities to go into the 
real estate business temporarily 

An owner doubtless knows why 
he likes his house but chances are 
he doesn’t realize that another per- 
son may be attracted by an entire- 
ly different set of values. If you’ve 
adequately screened your prospect 
files you are in a position to know 
what prospects are looking for and 
you won't spend time trying to 
sell features that an owner may 
think important but which in a 
particular instance are not of in 
terest to a prospect. 

Here, however, is the most im 
portant reason an owner shouldn't 


attempt to sell his own property. 
He is at a hopeless disadvantage 
in a sales negotiation. Assuming an 
interested prospect, the prospect 
won't push the deal shee the 
price is much too low. All buyers 
have to overcome an age-old in- 
stinct . . . hoarding. Money is not 
easy to part with. A sale takes 
place with an assist from outside 
encouragement that isn’t misinter- 
preted. 

Too often when an owner tries 
to encourage a buyer the prospect 
will become suspicious; he will 
think the owner is too anxious and 
wonder what’s wrong with the 
deal, or will speculate on how 
much cheaper the house might be 
bought. With a broker handling 
the transaction, the owner can 
maintain a strategic attitude of 
indifference. 

Even if an owner gets by these 
hurdles he soon meets up with the 
hazards of contracts and title tech- 
nicalities. Contracts must be cor 
rectly drawn as a great deal of 
money has been lost through liti- 
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gation growing out of innocent 
mistakes in real estate contracts. 

One thing that can’t be stressed 
too much is how you handle the 
interview for a listing and how to 
create the best impression on the 
owner. In trying for a listing, and 
yarticularly an exclusive listing, 
sane in mind that the owner wants 
to know what you are going to do 
for him. He is much more con- 
cerned with himself than with 
you. 

Your first purpose is to impress 
the owner with your ability, thor- 
oughness, and willingness to work 
for his interests. Don’t merely 
walk quickly through a prospect's 
home jotting down a random note 
or two and then hurriedly fill out 
a listing card for his signature. Use 
a simple appraisal form and meas- 
ure the building, figure the num- 
ber of square feet, compute the re- 
production costs under current 
day estimates, allow for physical 
depreciation, obsolescence, and 
needed repairs. 

Carefully weigh your figures so 
the resultant fe. will not vary 
greatly from the competitive sell- 
ing value. With this information 
the owner will have something to 
look at to help him make up his 
own mind instead of you making 
it up for him. 

In discussing a property, em- 
phasize all the wel features, let- 
ting the owner know that you are 
sold on the property and thereby 
more likely to bring about a sale. 
Care should be exercised in speak- 
ing of the less desirable features 
for fear an owner might feel that 
you are “knocking” his property. 

In getting any type of listing 
one of the most difficult jobs is 
convincing an owner to list the 
property at or near the price you 
figure the property will sell. Dur- 
ing your price discussion point out 
to the owner that he has the choice 
of three prices: 1) The holding 
price. 2) The market price. 3) The 
selling price. 

The first of these prices is the 
figure that assures the owner of 
retaining ownership indefinitely. 
The second, is the figure at which 
all other properties compete with 
his for a an The third, is the 
figure which is attractive enough 
to assure a quick sale. 

In your negotiations, the chanc- 
es are good that an owner will of- 
fer what he feels to be sound ar- 
guments why the price you quote 
is too low. He might say that an- 
other broker can get him more 
money; his older house is better 
than the new ones: “friends” tell 


him that he can get more money; 
he paid more two years ago than 
you say he can get now. 

‘hen an owner says that his 
neighbor sold an inferior house at 
a price much higher than your ap- 
praisal you might say to him, “in 
the first place, Mr. Owner, how 
do you know that his property sold 
for that sum? Perhaps you saw it 
advertised at that figure. ‘lhe own- 
er might have told you that was 
his price. it’s instinctive in people 
to feel that they have made a good 
deal. They would like to have the 
neighbors feel that they were very 
shrewd. Mr. Owner, allow me to 
drive you around this district and 
show you houses comparable to 
yours that sold tor even a lesser 
ugure than | place on yours. 

As added reinforcement to your 
arguments at this point, show the 
owner advertisements of houses 
which were ottered at prices much 
higher than their final selling 
prices. Having this type of intor- 
mation with you at ali times will 
otten come in handy. 

On some occasions, an owner 
may say that some other broker 
can get him, say, $17,500 for a 
house you appraise at $15,000. 
this is an unfortunate situation 
and perbaps the best way to an- 
swer would be to say: 

“Mr. Owner, regrettably there 
are some people in this business 
who in their greed to make com- 
missions will resort to almost any- 
thing. In most cases these people 
will. go to almost any extreme in 
an ettort to ‘tie-up’ an owner and 
then when an offer is received will 
use all their persuasiveness to in- 
duce the owner to accept a figure 
that a reputable agent would have 
suggested in the first place. 

“Frankly, Mr. Owner, this is 
difficult competition to combat. 
Any property owner is naturally 
eager to get every cent his proper- 
ty will bring and he will lean 
towards the person who promises 
to get the most money. But Mr. 
Owner, there is nothing magic 
about selling real estate. I will 
stake my reputation on the fact 
that I can get as high a price as 
anyone. The public sets the price 
— competition does that.” 

Sometimes an owner will come 
up with the statement that his 
house is better built than the mod- 
ern ones and is more valuable than 
those selling for more than the 
suggested price for his home. The 
answer here varies but might run 
along this line: 

“Mr. Owner, it is largely a myth 
that older homes are better built 
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than new homes. In addition, the 
public seems to like “newness’’ in 
its homes and new homes are more 
amenable to financing.” 

To an owner who says that his 
friends tell him he should get more 
money, the best reply is merely to 
say, “These non-experts, these 
friends of yours can make you 
happy for so little. It costs them 
nothing to give you an added 
$3,000.” 

One line of reasoning to follow 
in replying to the objection that 
an owner paid more than your 
suggested price two years ago 
might be: 

“In the first place there must 
have been circumstances that 
prompted you to act quickly .. . 
that prevented you from shopping 
around. You did not make a judi- 
cious purchase but even so you 
have had the use of the property 
for two years and if you had been 
paying the going rate of rental you 
still are ahead. Furthermore hasn't 
it done something for your peace 
of mind to know that you have had 
definite shelter for that period?” 

A property brief is an effective 
selling device but owing to the 
time and expense involved in its 
preparation it can seldom be used 
except on an exclusive listing basis. 
If you have a sample brief with 
you when making listing calls that 
gives a complete description of one 
of your properties, it will be a con 
vincing argument in your favor. 

After using all your ingenuity, 
if you are still unable to convince 
an owner that he should let you 
list his property, and particularly 
if you have been trying for an ex 
clusive listing, then try to work 
out some kind of a compromise. 

If the owner you are dealing 
with has had an unpleasant ex 
perience with some other broker in 
the past, tell him you'll take the 
listing for a certain period with 
the understanding that it may be 
cancelled anytime by giving 10 
days’ written notice. 

This is, in effect, only a 10-day 
listing and the owner cannot be 
put out very much. You should 
emphasize the fact that you are 
only going to make money if you 
sell the property and if the owner 
isn’t satisfied with your efforts he 
is released after 10 days. This ar- 
gument has proved successful 
many times. 

The primary thing to remember 
is that contacts are what counts 
but only if you have an enthusi- 
astic well-planned presentation to 
impress these contacts so they will 
give you their business. 
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& bysag average operative builder 
in his routine functions, has 
three basic problems to deal with 

1) Financing a group of homes; 2 

eg the homes; 3) Selling the 
homes. Each of these functions has 
its own gre of accountkeeping 
that should be clearly understood 
by builders. 

FINANCING. A building pro 
ject is financed — by the build- 
er’s own money or by borrowed 
funds. Borrowed money comes 
from private individuals, syndi 
cates. banks, or insurance com 
panies. As a rule a project is first 
discussed with the prospective 
lender and a “commitment” or 
line of credit is obtained before the 
project is started. The builder then 
cither discounts his note or gives a 
time note on which he pays peri 
odic interest. Sometimes the full 
proceeds are credited to his bank 
account, for him to draw on as he 
goes along. More often he gets a 
staggered series of credits that 
eventually build up to the total 
commitment. 

If an operative builder builds 
“to order” for a customer with 
whom he has a contract, the custo 
mer provides the payments 
through fis arrangements for fi 
nancing. In either event, the basic 
book entries are the same for the 
builder he debits the cash ac 
count when funds are received and 
correspondingly credits his custo 
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Builders can ease the task of accountkeeping 


by thoroughly understanding how to efficiently 


post cost entries for all phases of their opera- 


tions. This article, first of a series, discusses book- 


keeping factors that may clear up problems of 


procedure and trim costs in your operations 


mer, notes, or mortgages payable. 

Progress payments that are 

made from time to time as the 
work moves toward completion 
are usually based on an engineer’s 
or architect's “certificate” which 
tates that, on inspection, the job 
has been found to be “x”’% com 
pleted and accordingly, under the 
contract or loan terms, a payment 
of a certain amount is in order. In 
this connection there may or may 
not be a certain percentage hold 
back, say 10% to 20%. as assur 
ance of satisfactory completion of 
the job. Local custom however 
may differ on this point. State and 
municipal contracts invariably do 
provide for a holdback. The build 
er credits to his customer or lender 
only the amounts received. To 
summarize, in this phase of overall 
financing the builder has to con 
cern himself only with properly 
recording total sums borrowed 
from each source. How he spends 
the borrowed money is something 
else again, and we'll come to that 
in just a moment. 

During the period of “work in 
the builder has another 
problem. If he comes to the end of 
the tax year with unfinished work 
underway. how does he treat it for 
tax purposes? He has to make an 
accounting one 


pre Te ess.” 


way or another. 
He has two choices. He can use 
the “completed contract” method. 
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under which gain or loss is only 
reckoned when the job is finished, 
ven if it stretches over several 
years, or he can select the “per 
centage of completion” method 
Under this procedure, if the job 
were 40% completed at the end of 
a tax year he would pick up as 
taxable income 40% of his total 
estimated profit on the project. 

Builders have long argued the 
merits of one method as against 
the other with nothing conclusive 
arrived at. Clearly, under the 
former approach, the year of com- 
pletion might well show a large 
income, with perhaps nothing for 
the preceding year. That may or 
may not have its advantage. As a 
rule it is preferrable to try to 
equalize taxable income over the 
years and eliminate ups and 
downs. but carry-back and 
carry-over provisions tend to sup- 
ply the equalizing factor to some 
extent, so the problem is not al 
ways as pressing as might first ap 
pear. The method does have the 
advantage that gain or loss is only 
calculated when all facts are 
known, at the end of the job. Thus. 
any ‘“guesstimating” need not 
enter into it. 


loss 


The percentage of completion 
method is something else again. 
Essentially it is based on an “edu 


cated guess” and is as accurate 


(Please turn to page 44) 
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“Covered Wagon” Office 

Realtor H. Frank Nelson of Perris, California, has 
a unique covered wagon office that was once a hay 
rack and that is now a local landmark in the area 
Nelson capitalizes on the advertising possibilities of 
his unusual office by reproducing a picture of it on all 
his mailing circulars and stationery. 

Plenty of parking space is available nearby and 
the office and surrounding ranch-type fencing are 
repainted frequently to lend a spotlessly clean atmos 
phere to his business headquarters. 


Electronic “Girl Friday’ 

One way to overcome the disadvantage of no one 
being in your office to answer the phone is to install 
an electronic telephone recording machine. Realtor 
George E. Forbes of Lakewood, Ohio, has such an ar 
rangement in his office and it gives him 24-hour-per 
day service, seven days a week. 

The instrument, an experimental unit of the local 
telephone company’s service, answers the phone with 
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a message recorded by Forbes that tells a caller that 
at a certain signal his message will be recorded. One 
recording disc will hold up to 40 20-second telephone 
messages. 


Way to Greater Ad Interest 

One successfully proven way to pep up reader in 
terest in your newspaper advertising is to insert a 
group of ads with an accompanying comment asking 
readers to watch your ad space for 10 days or so to 
notice how rapidly the advertised properties are sold 

After the properties are sold, superimpose the 
word “sold” over the original ad. This practice is a 
natural for taking advantage of peoples’ inherent 
curiosity and will show the fast turnover of your 
listed properties. 


Reference-Type Brochure 

A fond hope of all real estate companies is that 
their brochures and other advertising will be read. 
remembered, and referred to frequently. One way 
the Lane Realty of Deland, Florida, accomplishes 
this is to incorporate “reference” information in its 
brochures that is of lasting interest to local residents 

The company’s brochures give general business, 
cultural, political, and geographic data about the city; 
details about popular shopping, eating, and entertain 
ment places; a mileage chart showing distance from 
Deland to various other cities. Integrated in the bro 
chures is information about the company’s listed 
properties and records of sales made 


Attention-Getting Window Display 

An eye-catching window display spotlighting a 
32-pound Muskie caught by two company salesmen 
is attracting prospects and helping sane sales for the 
Walter Neller Company, realtors of Lansing, Michi 
gan 

The complete display follows a fisherman theme 
and a large placard labeled “Some of the Season's 
Best Catches” ties together the various elements. At 
tractively framed photos of listed properties are 
spotted throughout the window against the back 
ground of a fisherman's net. A rod and reel, with 
lines and hookers leading to the photos, complete the 
display. 
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PITTSFIELD VILLAGE .. . A CASE STUDY IN EFFICIENT MULTIPLE-HOUSING MANAGEMENT 


100% Occupancy 


By KENNETH C. FREDERICS 


A large part of Pittsfield Village’s 80 acres of wooded terrain is set aside for use as recreational area 


=. from the day of com- 
CX pletion, 100% occupancy has 
been the rule in the 80-acre, $3 
million Pittsfield Village garden- 
type apartment project near me- 
tropolitan Detroit. And well- 
planned policies of handling man 
agement-tenant relations and year 
round programs of maintenance 
are largely responsible for this 
much-to-be-desired occupancy 
level. 

Construction of the project was 
begun in 1944 by the Noble-Wash 
tenaw Corporation of Detroit, in 
conjunction with Leonard P. 
Reaume Company, Detroit real- 
tors, and despite war-born scarci- 
ties of materials and labor, was 
completed in 1945. 

Because former tenants have 
been so favorably impressed with 
life in the Village, the develop- 
ment’s fame has travelled across 
the nation and letters and applica- 
tions for units have been received 
from many sections of the coun- 
try. “Such interest,” says George 
J. Pipe, secretary-treasurer of the 
Reaume Company and assistant 
secretary of the Noble-Washtenaw 
Corporation, “has made possible a 
high degree of selectivity in choos- 
ing tenants compatible with the 
community.” 

Thorough checks and cross- 
checks are made on all applicants 
for housing. A 14-question tenant 
application is completed by an ap- 
plicent after which a comprehen- 
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Efficient management of multiple-housing projects can help assure 
100% occupancy at all times. Pittsfield Village, a $3 million, 
422-family suburban Ann Arbor, Michigan development, reached 
this goal soon after completion in 1945. Well-organized manage- 


ment-tenant relations kept the record intact to the present day 


sive interview is held with a re- 
presentative of the management. 

Letters of inquiry are sent to all 
references on the application, a 
prospect’s credit is checked, and 
his job status examined. At least 
three favorable replies from refer- 
ences are required before the pros- 
pective tenant is considered. 

After preliminary screening, an 
applicant’s name is put on a wait- 
ing list. As normal turnover brings 
his name to the top of the list, he 
signs an application to lease and 
submits a $20 deposit applicable 
to the first rental period. On the 
date of arrival, but before moving 
in, the lease is signed, the remain- 
der of the first month’s rent paid, 
and a $25 security deposit made. 

Management-tenant relations 
are excellent, reports the resident 
managing agent, and very few no- 
tices of delinquency have been 
necessary. The company has found 
it possible to return much of every 
security deposit when tenants 
have moved because all tenants 
have readily paid for any damage 
that has occurred. 


Lease periods at Pittsfield Vil 
lage have ranged from one year. 
at the start, to 18 months when re- 
quired under the Housing and 
Rent Act of 1947. For a time, leas 
es were written on a month-to- 
month basis when the manage- 
ment decided that such a course 
was wise due to the uncertainty of 
future rent regulations. Today, it 
is possible to obtain two-year leases 
although Pipe says that few ten 
ants have availed themselves of 
this protection. 

Because of the relatively low- 
cost period in which the Village 
was built, rents today are low for 
the type and quality of accommo- 
dations. A one-bedroom apartment 
rents for $65 to $69, two-bedroom 
units range from $77 to $85. 

Each unit is a complete home 
with separate furnace and small 
basement, although units are a 
part of a garden-type building con- 
taining two, four, or six apart- 
ments. All units have high, cove 
ceilings and each has large picture 
windows looking out toward the 
open play areas. 


September, 1951 — Nationa Reau Estate AND BurLpInG JouRNAL 





Included in the rental fee are a 
gas range, a seven-foot electric re- 
rigerator, and water, plus over- 
all upkeep of the property. Semi- 
weekly garbage sat trash pick-ups 
are also provided as part of the 
free service to tenants. 

Aware that one key to a suc- 
cessful multiple-housing project is 
having adequate play areas, the 
builders designed the street layouts 
and building placements so that 
more than 7,000 square feet of 
open area is pase Tes 1 for each of 
the 422 frame and single living 
units. Pittsfield Village also has its 
own school, church, shopping cen- 
ter, recreational areas, and a fire 
station which is manned by main- 
tenance employees and volunteers 
from among the residents. 

During construction, short sup- 
ply of some materials made neces- 
sary certain substitutions in plans 
in order to continue with the pro- 
ject. For example, coal furnaces 
were installed in place of gas burn- 
ers as originally planned. Plumb- 
ing fixtures available at the time 
were of the “stopgap” variety. 

oday, however, management 
has converted all furnaces to gas 
and has replaced old unfinished 
fixtures in bathrooms and kitchens 
with gleaming chrome. All china 
sinks are being rapidly replaced 
with steel and pwroclelen and every 
wartime valve has been scrapped. 

To maintain this huge project, 
a staff of maintenance employees 
ranging in number from 11 in the 
winter months to 16 during sum- 
mer months, is on constant duty. 
On the basic staff is the resident 
manager, two office clerks, four 
a and four employees who 
andle plumbing, electrical, fur- 
nace, and refrigeration mainte- 
nance. 

Under the resident manager’s 
supervision, the two office clerks 
handle collection and recording of 
rentals, answer complaints and re- 
— from tenants, and handle 
the multiplicity of other details 
that arise in the project. 

In accounting i tenant rental 
collections, receipts are made out 
in triplicate; one copy for the ten- 
ant, one for the Village office file, 
and one for the main office file in 
downtown Detroit. Rental collec- 
tions are banked each day and a 
duplicate deposit slip forwarded to 
the management’s downtown of- 
fice. 

When a tenant desires to make 
any repairs to his apartment, he 
first makes out a “work order” 
form provided by the manage- 
ment. ff the alterations requested 


do not come within the realm of 
routine maintenance, the materi 
als needed and the repair time con- 
sumed are recorded on the work 
order form. Items such as broken 
windows, cracked refrigerator 
dishes, and plugged drains are 
charged against the tenant. 

Requests for permission to make 
minor changes around the apart 
ments are carefuly handled to pre 
vent damage to the property and 
to insure against change in the 
permanent appearance of the Vil 
age. 

A tenant must describe the pro 
posed work in detail on an agree 
ment form which states that the 
managing agents may exercise any 
“supervision, direction, and con 
trol” over the changes. In this 
manner, in recent months, instal 
lation of television aerials has been 
permitted. 

Painting, alone, is a year-round 
operation, with roughly 1,000 gal 
lons of interior paint going into re 
decorating annually. Company 
policy calls for providing a new 
tenant with clean and sparkling 
quarters and every apartment is 
made spick and span when it is va 
cated. In peak turnover periods, 
the painting crew has refurbished 
up to two complete apartments in 
a day. 

The water system of Pittsfield 
Village demands the attention of 
one man seven hours daily, seven 
days a week. He attends to the 
three wells, the pumping station, 
and the softening equipment. Resi 
dents of the Village have consum 
ed as high as 454,000 gallons of 
water in a peak 24-hour period. 

The builders were fortunate in 
drilling for the wells in that it was 


Laid out in curved, staggered set-back style, each of the two 


necessary to drill only 55 to 58 
feet to provide for an adequate 
water supply. The water is check 
ed daily to insure continued puri 
ty. The local water supply has a 
high iron content and to counter 
act this a $60,000 central water 
softening system was installed 

The resident managing agent 
says that the output of water is 
limited only by the capacity of the 
softening system but that one 
drawback to supplying water on a 
free basis is an undue amount of 
waste. 

Examinations are made twice 
weekly of the four septic tanks and 
they are cleaned once a year 
Tanks required for the 422 fami 
lies and the school have a total 
capacity of 48,824 gallons. Tank 
sizes run from 4,702 to 20,107 gal 
lons. 

Surface drainage for the project 
is accomplished through a sepa 
rate storm sewer system emptying 
into two adjacent county hen 
Trimming of trees and shrubs and 
regular care of the acres of lawns 
require extra help in the summer 

(Please turn to page 44) 
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Floor plan for six-family buildings 





, four- and six-family 


frame and single apartment units has approximately 7,000 square feet of open area 
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Homes Our Readers 
Are Building 


=o e@ IN OREGON 


Portland subdivision of $12,500 three-bedroom homes emphasizes open planning in wooded setting 


NINE different elevations, Swedish type fireplaces, extensive 

use of natural finish redwood on interiors, and patios, are 
prospect-pulling features of the 19-home development built by 
Mutual Construction Company, Inc., Portland, and financed by 
Securities Incorporated, realtors of Portland. 

All of the basementless homes have three bedrooms with the 
third bedroom so located that it can also be used for a den, sewing 
room, game room, or library. The homes sell for $12.500 on a 
typical lot of 65x150 feet. Each home has a two-car attached garage 
containing utility space and laundry facilities. 

The pictured home has an extended roof overhang at the front 
twin-door entrance that provides cover for the concrete porch en 

uve noon tryway and helps shade a large four-sectional picture window. 
|| omic — The development is located in an area with extensive natural 
tree growth and the builder has added to the scenic environment 
by sodding and landscaping properties and by erecting natural 
redwood fencing around the homes’ patios. Educational, commer 
cial, and public transportation facilities are readily accessible to 
residents of the subdivision. 





BEDROOM | 


KITCHEN 


e@ iN ILLINOIS 


14-story, 210-unit ‘in-town’ apartment building in Chicago scheduled for completion in early November 





\ JITHIN easy reach of business, commercial, and cul 

tural facilities of Chicago’s “Loop” district, the 14- 
story, 210-unit apartment building at 2933 Sheridan Road BEDROOM 
is under construction by the Turner Construction Com 12-6nl4-4 
pany. Completion of the project is scheduled for early 


November LIVING DINING 
Apartment units will start on the third floor with the 14-8x24-0 
basement and ground floor used for a 150-car garage, 
service facilities, and lobby. The second floor will have 
storage lockers, a laundry area fully equipped with wash- 
ers, driers, and ironers. Leading from the second floor 
level will be a large roof garden, terraced over the rear 

portion of the garage area. 

Apartments range in size from one- to two-bedrooms 
with one or two ceramic tile baths. Kitchens are equipped 
with Hotpoint ranges. refrigerators, garbage disposal units, 
and steel kitchen cabinets. The two-bedroom units will be 
equipped with electric dishwashers 

All apartments will have cork floors, polished floor-to- 
ceiling height plate glass windows in aluminum sashes, 
and radiant heat in the ceilings with individual Minneapo- 
lis-Honeywell controls. 

The owner of the building is the 2933 Sheridan Road 
Building Corporation, Chicago, and the architects and en- 
gineers are Pace Associates of Chicago. Benjamin E. Sher- 
man & Son, Chicago, are the managing agents 
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@ IN INDIANA 


New residential area of 27 two- and three-bedroom ranch-type homes nears completion in Indianapolis 


hte finishing touches in developing a new residential area from initial land planning 
to construction of 27 two aa three-bedroom homes have been completed by Real 
tor-Builder A. H. M. Graves, Inc., of Indianapolis. 

Built on 50x158-foot lots, the ranch style homes have variations of brick, stone, and 
frame for exteriors and have full concrete block basements. The two-bedroom homes sell 
for $13.500, three-bedroom homes for $14,750. 

Each home has a 12x21-foot concrete block garage. four-foot concrete sidewalk. a gravel 
side drive, and sodding and landscaping have been provided by the builder. 

The pictured home is heated with a blower, gun-type oil burning furnace, Fiberglas 
ceiling insulation, an automatic gas water heater, a Kitchenaire exhaust fan, Formica 
kitchen counter tops, inlaid linoleum in kitchen and bath, and built-in floor-to-ceiling 
closets with Glideall sliding doors. 

The development has a 30-foot concrete street with roll curbs, and facilities for city 
sewers, water, gas, and electricity have been installed. Architect for the project is Oscar 
J. Pool of Indianapolis. 


@ IN NEW YORK 
Wood-burning fireplaces, roof-top promenades provide luxury living for Manhattan House tenants 


fees latest ideas for apartment living have been used in 
the 21-story 592-unit Manhattan House occupying an 
entire city block in New York City. Ninety per cent of the 
one- to four-bedroom apartments have cross ventilation 
and approximately 50% have large balconies designed 

ENTRYWAY for outdoor living and dining. 
sg The rental schedule begins at $95 for two-room units. 
and goes as high as $625 for the seven-room units. Gas and 
me aey LIVING ROOM electricity are furnished without charge. In addition to 
i4-¢ regular apartments, a few specially-designed suites and 

penthouses are available. 

Exterior of the building is constructed with a combina 
tion of clear glass and light gray ceramic brick. The brick 
facing material has a matt texture to reduce glare. The 
apartment house has a 175-car garage with a ramp en 
trance reached from the lobby. 

Many apartments above the 14th floor have wood-burn 
ing fireplaces with the fireplace openings trimmed with a 
honed-finish slate facing. The outer hearth is polished 
black slate raised slightly above the floor level and the 
inner hearth is soapstone 

On the top floor is a solarium lounge, game room, and 
extensive terraced promenade. Large expanses of glass 
provide a sky-line view of Manhattan and lounge furni 
ture and facilities for indoor games make this a meeting 
place for informal activities among residents 

Builder is the Cauldwell-Wingate Company and associ 
ated architects are Mayer, Whittlesey, and Skidmore, and 
Owings and Merrill, all of New York. Owner and manag 
ing agent is the New York Life Insurance Company. 
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By BERT V. TORNBORGH, CPA 


TAXPAYER’S EMPLOY- 
MENT was changed from Wis- 
consin to Missouri, and he sold 
his residence at a profit, buying a 
new home in St. Louis; this he 
later sold at a loss and moved to 
Texas. He held both houses for 
more than six months. He sought 
to offset the loss against the gain. 
The tax court said “no,” there were 
two separate transactions and the 
law “recognizes” gains on sale of 
residence, but not losses. (Section 
303 of the now pending Revenue 
Act of 1951 changes this so that 


no gain will be taxable if taxpayer 
buys a new home within a year of 
date of sale, paying for it at least 
as much as he realized on the sale 
of the old residence. ) 


WHAT ARE ADVANTAGES, 
inquires reader, of giving away 
property during your lifetime? 
That’s a very broad and general 
question and as such cannot be an- 
swered very specifically. What 
would be “good” in your case 
might be “bad” in some other case. 
Very generally, it boils down to 
reducing estate and inheritance 
taxes of the estate; the less proper 
ty. relatively, the less taxes. The 
facts in individual cases should be 
reckoned against gift taxes (on 
making gifts) and the exemptions 
applicable to making gifts and to 
the estate itself. The long and short 
of it is that it is usually better to 
parcel out your holdings to the 
beneficiaries gradually, rather 
than in one lump, at death. Be 
yond that, get specific profession 
al advice on your specific facts, as 
generalizations might be more 
harmful than helpful 


TERMITES WENT TO WORK 


on a taxpayer’s house and it cost 
him $1,800 to repair the damage 
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and termite-proof it for the future. 
He claimed that amount as a tax 
deduction for “other casualty.” 
However, the tax court ruled, as in 
the earlier Will Rogers case, that 
termite damage is not sufficiently 
“sudden” to constitute a casualty, 
that their invasion is a gradual 
and presumably preventible oc- 
curence, and denied the loss de- 
duction. 


EXCESSIVE INCOME TAXES 
are collected every year on “gains” 
from property sales, because tax 
payers cannot prove the facts. This 
points up the importance of al- 
ways keeping detailed records, and 
hanging on to them for as long as 
may be necessary. For instance: 

In 1916 Dr. X bought a large 
farm which he converted to sana 
torium use. At purchase he figur- 
ed about 25% of cost as being for 
buildings, 75% for land and lake. 
For 30 years he took depreciation 
on that basis, sold the place in 
1946 at a fair profit. He paid tax 
on the capital gain. 

Eventually the revenue agent 
came around and said “no, the 
should be the other way 
around; 75% for buildings and 
only 25% for the land, and build 
ings depreciated fully during the 
30 years. whether or not full de- 
preciation was claimed, (it was 
allowable), and therefore the cost 
has diminished and the gain on 
sale is increased. and here is a 
bill for the additional tax.’’ What 
does the taxpayer do? He pays it 
if he doesn’t know where and 
which way to turn; he disputes it 
if he feels strongly that he 1s right. 

In a case such as that there is 
no question of /aw, only a question 
of fact. It is up to the taxpayer to 
marshall evidence to support his 
stand. After 30 years that is often 


cost 


tricky, unless good records are 
kept. 

If buildings and land were as 
sessed separately on his property 
tax bill he would have some basis 
there for his apportionment of the 
original cost; insurance value of 
the buildings would be another 
criterion; other sales (in 1916) of 
comparable land might help to 
support his contention on land val 
ues as against building values. 
These, and other like factors, 
would have to be dug up and pre 
sented in rebuttal, or the addition 
al tax bill paid, just or unjust. If 
you deal in real property, hang on 
to all evidence, of any nature. It 
may some day save you money. 


HOME WAS RENTED by tax 
payer under 10-year lease. Before 
expiration he moved to other lo- 
cm og The tax court ruled he 
could properly deduct rents that 
he paid after he moved out (and 
while unable to sublet) as “non 
business expense.” The court con 
sidered the fact that he had not 
originally entered into the lease 
for purposes of profit, but ruled 
that this was immaterial in this 
case. 


LESSEES HELD PREMISES 
under a continuing lease. Lessor 
eventually sold the property to a 
third party, who bought subject 
to the lease, but who then wanted 
possession prior to expiration. For 
this he paid lessee $7,500. This, 
said the court, was taxable as long 
term capital gain. 


MIDDLE WEST FLOOD 
DAMAGES will give rise to loss 
deductions same as hurricanes and 
other casualty. This applies to 
both business and non-business 
property. In case of the latter the 
deductible loss is measured by the 
difference in value of the property 
before and after the flood, but not 
exceeding, of course, the cost or 
other basis. Salvage value and in 
surance, if any, would reduce the 
amount of the deductible loss. 


HOME WAS VACATED when 
taxpayer bought new residence. It 
was sold a number of years later 
at a loss, and taxpayer sought to 
deduct loss. The court said “no,” 
finding that the property was 
never rented or even offered for 
rent, which would have put it in 
business category and made the 
loss deductible. One more example 
that loss on sale of residence as 
such is not deductible, that a good 
rule usually is, rent first, then sell. 
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Style-Wise 


@ In Illinois EWLY constructed for residents of suburban Deerfield by Clarence L. 
Dahlquist and Associates, Chicago builder-architects, is a $250,000 shopping 
sete called “Shopper’s Court.’ 

The court-type center, built on a 256x325-foot site, consists of eight retail 
stores and is designed in “country modern” style. Both front and rear parking 
areas have been provided for by using a U-shaped building layout with the two 
parking areas connected by a covered er ay. 

Various treatments of crab orchard stone, redwood, and romanesque brick, 
used on the exterior of the center, lend individuality to each of the eight stores 

Businesses now in operation in Shopper’s Court include a national chain food 
store, cleaner, variety store, bakery, gift shop, shoe store, women’s apparel shop, 
and hardware store. 

Cain and Culhane, Inc., Chicago realtors, are the developers and managing 
agents o/ the center. 


@ In Texas 


ART of a 908-acre residential development within a few minutes drive of 

metropolitan Fort Worth, the $175,000 nine-store Richland Hills shopping 
center extends an entire block on a main highway artery between Dallas and 
Fort Worth. 

Built by the Baker Brothers Company, the “modernistic,”” masonry one-story 
building has a 251-foot front of plate glass and stone masonry trim. Fluorescent 
lighting is used throughout the nine retail stores and a continuous six-foot 
canopy overhangs all shop fronts. 

Each of the various stores and shop fronts are distinctively designed yet are 
harmonious with the complete building and all stores are separated by stone 
walls that extend forward of the glass fronts. 

An asphalt-paved parking area built in front of the shopping center will ac 
commodate 250 cars. Eventually it is planned to construct a theatre building to 
increase the facilities available to nearby residents. 

To date, a drug store, grocery, variety store, beauty shop, barber shop, restau 
rant, dry cleaning firm, and professional services are in operation in the Rich- 
land Hills shopping center. 
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What is the Statute of Limitations’ ruling as to when suits can be 


filed on trust deed notes, trust deeds, mortgages? Does a cove- 


nant by a landlord to pay for improvements pass on to an assignee 


of the tenant? Our legal counsel cites the law on these issues 


By GEORGE F. ANDERSON 


TRUST deed note is barred by 
1 Statute of Limitations 10 years 
after maturity, and when the note 
is barred the trust deed is barred 
because the note is the principal 
and the trust deed is the incedent 
and the incedent follows the prin 
cipal. If interest is paid on the 
note it is kept alive indefinitely and 
can be sued on at any time within 
10 years after the last interest pay 
ment was made, Stein vs. Kaun. 
244 Ill. 32, but then we run into 
the 20 years statute of limitations, 
which bars the lien of a trust deed 
on mortgage 20 years after maturi 
ty unless a proper extension agree 
ment or affidavit is filed of record 
But the fact that the lien of the 
trust deed is barred does not bar 
the obligation of the note. 
Holders of mortgages (not trust 
deeds should be careful not to be 
misled by these principles. A mort 


11) 


gage is an obligation under seal. 
and under the common law an 
obligation under seal, Teller on 
Contracts, p. 55, says: OBLIGA- 
TIONS WHICH CANNOT BE 
REVIVED. (a) Obligations under 
seal. The early common law refus 
ed to recognize revival of special- 
ties, for the reason that the special 
ty was not only evidence of the ob- 
ligation, but was the obligation it- 
self; hence, the statute of limita 
tions effectively barred any ac- 
tion upon it, forever. (Williston on 
Contracts, Sec. #87 


F A TENANT assigns his lease, 

or sub-lets the premises, and the 
lease is subsequently forfeited by 
the default of the tenant, the as 
signee or sub-tenant has a reason 
able time after the termination of 
the lease to remove trade fixtures 
installed by him. 
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COVENANT by a landlord to 
LX pay for improvements passes 
on to an assignee of the tenant. 
Whether or not it binds the as 
signee of the landlord has been de- 
cided both ways. 


HEN Attorney Snap came 

down in the morning, there 
was a client waiting for him. Snap 
said to him, “What can I do for 
your” The client said, “I wanna 
draw a simple will.” Snap didn’t 
like that word “simple,” because it 
indicated that the client didn’t ex- 
pect to pay much for it, but he 
asked the client to step in his pri 
vate office. The client said, “I wan 
na give everything to my children, 
but if any of dem dies his share 
goes to his children, and if he ain't 
got no children then it goes to my 
children.” Snap started to dictate, 
but at the same time, thinking how 
much has the old boy got? How 
much can I soak him? “All the rest, 
residue and remainder of my estate 
I give to my children in fee simple 
absolute, but in the event of the 
death of any of my children, his 
share is to go to his children, if he 
has any, and if not, it is to go to my 
children.” 

Do you see a weak spot in this 
will? Snap had fallen into the same 
error that hundreds of lawyers have 
fallen into. He forgot to say death 
at what time. Did the testator mean 
the death of a child before his own 
death, or death at any time? If he 
meant death before his own death, 
the children surviving him would 
get a fee simple. 

If the matter ever comes to the 
Supreme Court, the court will de- 
vote a large part of its opinion to 
the intention of the testator, but 
the truth of the matter is, that the 
testator had no intention in the 
matter, because he never thought 
of the point, and Snap was too busy 
thinking about his fee to think 
about it, and the court will wind 
up by following the case of Lies 
man vs. Liesman, 331 Ill. 287, in 
which it said: “In case of a devise 
simpliciter to one person and if he 
should die, to another, the courts 
of England and this country have 
construed the will upon the theory 
that the testator must have some 
contingency in view, and inasmuch 
as the death of the first devisee is 
a certain and not a contingent 
event, the testator must have con 
templated death within some pat 
ticular period of time, and, to 
prevent a lapse and in favor of 
vested rather than contingent in 
terests, they have considered the 


(Please turn to page 44) 
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Better Rental Records Cut Costs 


OW to maintain the most 

complete and accurate tenant 
rental records was a sore spot for 
management of the $8 million 683- 
unit “Stonestown” apartment pro- 
ject in San Francisco, until it in- 
stalled a system of account-keep- 
ing that now gives it up-to-the- 
minute, finger-tip information on 
all tenants. 

Stonestown occupies a 62-acre 
tract on the shores of Lake Merced 
and consists of 360 apartments in 
four 10-story concrete buildings 
and 323 apartments in 10 three- 
story sie rien buildings. Be- 
sides the residential area, a $12 
million shopping and business cen- 
ter will be completed in 1952 con- 
taining department stores, shops. 
markets, three banks, a medical 
building, library, and other metro 
politan features. 

The accounting system first 
used consisted of a vertical card 
file and wall maps. But with such 
a large number of units to control 
this procedure soon proved un- 
satisfactory, and management con- 
trol specialists were called in to 
study the problem and make sug 
gestions for improvement. 

Stonestown’s present method of 
keeping tenants’ records uses visi- 
ble-margin, indexed cards on pan- 
els which, by their arrangement 
and color, provide at-a-glance in- 
formation for management and 
rental salesmen. 

A tenant history card with the 
name written on the visible mar- 
gin is made for each family when 
they move into an apartment. The 
cards are pre-printed forms and 
embody the data on the building 
in which the apartment is located, 
the floor, apartment number, ga- 
rage number, key number, num- 
ber of people in the family, num- 
ber of children and their ages, the 
date of application and the appli 
cation number. 

Also included is the applicant’s 
employer, address and telephone 
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Skyrocketing costs and wages mean apartment managers must 


keep losses in time, money, and labor down to a minimum with 


more efficient records of tenant rental collections. Here's the record 


system used in an $8 million, 683-unit West Coast project to keep 


number, yearly income, automo 
bile license number, bank refer 
ences, previous address and land 
lord, the number,of rooms in the 
rented apartment, price and con- 
dition of apartment, length of 
lease, date occupied and vacated, 
lease renewals, and a space for 
general remarks. 

In the same pocket with the 
tenant history card is the apart 
ment history card. This has sec 
tions for listing the tenants, in 
and-out dates, and the condition 
of the apartment upon vacating. 
This data is all in coded form. 

A cut-out section in the visible 
margin coincides with the tenant’s 
name typed on the visible margin 
of the tenant history card. When 
the cut-out shows a blank, the 
apartment is known to be vacant. 
Different colored cards are used 
for different size apartments, 
which is figured bythe number of 
bedrooms. 
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_ complete histories on tenants, occupied and vacant apartment units 


The cabinet in which the rental 
control record is housed is fitted 
with 12 slides, or panels, each car 
rying 60 por kets. Clear transpar 
ent plastic tips cover the bottom 
quarter inch of each pocket for 
protection and to hold the cards 
firmly in place. 

In this manner, merely running 
the eye down the margins will 
show the management and the 
rental salesmen the apartments 
available for rental or lease, with 
the color of the card giving ihe 
number of bedrooms. 

The design of the “Kardex” 
panel system allows for expansion 
and utilizes no more space than 
that orginally taken by the previ 
ous filing cabinet 

The system’s visual control and 
speedy reference enables the man 
agement to know quickly and ac 
curately just what apartments are 
available and which have 
been leased. 


ones 


Visible margin, indexed cards on pull-out panels give finger-tip information on all ten 
ants and apartment units. Cards of different colors are used to designate apartment sizes 
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WSURORS, 


CONVERSION WITH 


AFTER: 

Two tones of paint, strategic lighting, and 
extensive use of glass gave the exterior a 
modern look. 


BEFORE: 

This antique, triangular-shaped, brick 
building was used for city bus lines’ office 
before remodeling. 





IMAGINATION | 


MAGINATION and action! These two ingredients 

were mixed by the Leach Realty Company of Pueb- 
lo, Colorado, when it acquired an antique, triangular 
shaped building and converted it into one of the most 
attractive offices in the city’s business district 

Having moved three times in its 24-year history 
and expanding steadily, the company found it need- 
ed still more space than the 720 square feet it had. 
But any new space had to be large enough for seven 
salesmen and a bookkeeping and stenographic staff, 
with room for further expansion. And it had to be 
attractive and in a good location. 

Learning that the city tramway system’s lease was 
expiring on an old triangular-shaped building in the 
heart of the business district, the Leach brothers, 
Richard and Honald, bought the structure and be 
gan a $28,000 remodeling program. 

Richard Leach, who had been studying office plans 
for years with an idea of incorporating some of the 
best ideas into his company’s quarters, had the in- 
terior of the building stripped of everything but the 
steel and timbers that held it up. Blonde oak panel- 
ing was substituted for more drab woods. Liberal use 
was made of glass partitions. Asphalt tile flooring 


was installed, along with fluorescent lighting and 
other modern features. 

Walls of the main floor were decorated with wall- 
paper of banana leaf design, accented at the bot- 
tom along the main windows with flower boxes filled 
with large-leafed plants. In the center of the triangu- 
lar-shaped reception room, a floral box of stone, back- 
ed by a floor-to-ceiling panel of frosted glass, was in- 
stalled. Other large plants were used here to tie in 
with the wallpaper } ace 

Flanking the large reception room are the recep- 
tion desk and bookkeeping department. In back of 
these are three duiveauitenal offices for the Leach 
brothers and Walter Zimmerman, head of the book- 
keeping department. Also on the main floor are a 
consultation room and a desk for one salesman, a 
different one of whom is assigned to work on the floor 
each day. 

Salesmen have their permanent desks in the base- 
ment, which also houses a projection room for show 
ing slides of listed properties to prospects. A soft 
purple decorates the walls and floor of the basement, 
with yellow on the ceiling. 

The offices are heated with gas and air condition 
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Reception desk is at far end of room, offices and bookkeeping 
department in the rear. Blonde oak paneling, gray asphalt iile 
light colors were used to give ¢ lean, modern lines 


ed with a spray wheel air washer and cooler. With 
sufficient humidity in the basement, only exhaust 
fans had to be installed in that part of the building 

Entrance to the building is through plate glass 
doors at the north extremity of the structure. The 
brick exterior walls, formerly a drab red, were bright 
ened with iwo tones of green paint. Further orna 
mentation was accomplished with an elaborate neon 
lighting system. 

The company has 2,300 square feet of space on the 
first floor, an equal amount in the basement, and still 
has the second floor to put to use. Present plans are 
to rent the second floor temporarily to some business 
related to real estate. 


Remodeling for Efficiency 


N ODERNIZATION and redecoration of the office 
i of Jackson-Cross Company. Philadelphia real 
tors, have been recently completed under the direc 
tion of John Wannamaker, Inc. 

Among the new features of the more efficient lay 
out are Troffer-type fluorescent lighting. furred 
acoustical ceilings, and new asphalt and rubber tile 
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floors. A large photo-mural of Philadelphia's famous 
Parkway is a conspicuous decorative feature of the 
general office; and a handsome Herculite glass main 
entrance regulates two-way traffi 

The remodeling includes enlarged conference rooms 
for client and company use, and more spacious execu 
tive offices for President Boyd T. Barnard and Vice 
President Thomas Shallcross 


Face-Lifting 


NEW facade that includes a neon sign 84 feet 

[AX long and six feet high marks the completion of 
an expansion program for the realty offices of Butter 
ly & Green in Jamaica, New York 

In order to house its varied real estate activities 
the company acquired two adjoining buildings, re 
moved the separating walls, and remodeled the entire 
space. To combine the exterior appearance, 
aluminum panels were used for the long facade, 
overhanging four separate display windows 

The organization is staffed with 40 salesmen and 
has mortgage, accounting and management, archi 
tectural, construction, appraisal, insurance, and en 
gineering departments in addition to general broker 
age. These departments now utilize 8500 square 
feet of floor space 


cast 


TT) 


Packaged Mortgage 


(Continued {rom page 28 


ances most commonly included. According to the 
survey just completed, the appliances most often in 
cluded are garbage disposal units and automatic dish 
washers. These are followed closely in order of popu 
larity by automatic washing machines, electric rang 
es, gas ranges, refrigerators, and automatic clothes 
dryers. 

Manufacturers of kitchen and laundry appliances 
have been quick to adapt their sales to the packaged 
mortgage plan. A number of large appliance manu 
facturers have special plans for builders and offer 
tie-in advertising when their appliances are used 
Prices for the appliances vary, of course, with the 
manufacturer, but a builder may usually obtain such 
appliances for a reduction, depending on the number 
he uses. Cost to the home buyer for a complete pack 
age of kitchen and laundry appliances can be $6 or 
less a month on a 20-year, 5% mortgage under some 
manufacturer's arrangements 
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Accounting 


(Continued from page 32) 


as your guessing is correct. But 
in building there are always the 
unknown factors to reckon with. 
Say that one-half of the profit has 
been reported in the first tax year, 
under this method, and then in 
the second year things occur that 
eliminate the other half of ‘the 
profit or turn up a loss that eats 
into the profit already reported. 
That can and does happen under 
this method. The answer? 

The percentage of completion 
method places a high premium on 
the completeness and accuracy of 
the builder's records, and smaller 
operators often cannot measure up 
in this sense. For them the com- 
pleted contract basis is the answer. 
For others, under the percentage 
of completion approach, the an- 
swer is not to be unduly opti- 
mistic in the early stages. Report 
what you believe to be the correct 
percentage but first make reason- 
ably sure that it is correct and 
cover yourself for contingencies. 
In a pinch, of course, you have the 
loss carry-back as an adjusting 
factor, or you can probably file an 
amended return for the first year. 
with a claim for refund, if that is 
the way the facts eventually shape 
up. 

BUILDING. In spending the 
money, whether borrowed or the 
builder’s own, certain costs are 
created and it is all-important to 
keep close tab on them. Against 
the costs you measure your profit 
or your loss on a project. With the 
costs you have experienced on one 
job, you are in better position to 
bid intelligently on a similar job 


because you know the cost-facts. 
Obviously, it is not enough to mere- 
ly come up with the figure that 
house “X” cost you $28,212.49. 
You want to know where and how. 
You need the details on each com- 
ponent part. Site clearance and 
rough grading is one operation; 
excavating another; foundation 
work and masonry still another. 
Every builder has his own ideas 
about how he wants to break down 
the cost-components. The more he 
subcontracts the less details he 
needs because the subcontract 
price is it, so far as he is concern- 
ed. The more of his own work he 
does, the more he needs to follow 
the cost details. 

A typical breakdown is shown 
on the form in figure 1. This form 
serves a two-fold purpose: origin- 
ally it is used for the estimated 
cost on a job; later it will show 
also the actual costs on that same 
job, with explanations of major 
variances. 

The cost details should be re- 
corded in a columnar disburse- 
ment record with columns from 
left to right for; date, item descrip- 
tion, payee, check number, total 
amount of each check drawn, and 
a column for each of the more 
active items in figure 1. The items 
that have relatively few disburse- 
ments can be lumped in a “sun- 
dry” column, that will be analyz- 


ed at the end of the month. If daily 


subtotals are penciled in across 
the columns there will be a day- 
to-day progressive record of actual 
costs accumulating on each job. 
A following installment will 
cover some other phases of the 
costkeeping, and the accounting 
problems in the sales end. 


Pittsfield Village 
(Continued from page 35) 


Two power mowers, a trim ma- 
chine, and a gang mower are used 
by the maintenance crews. 

In 1946, residents of Pittsfield 
Village organized an association to 
help make the community a more 
pleasant place to live. 

The group gives an annual 
Christmas party for the children, 
publishes a directory of names and 
addresses of residents, sponsors a 
hobby show for adults, and pro- 
motes the growing of community 
gardens. Other functions include a 
welcoming committee, a “baby sit- 
ters” service, monthly teas, and or- 
ganizing volunteers for the Vil- 
lage fire department. 


The Law Says 
(Continued from page 40) 


life of the testator to that period. 
In the case of Crane vs. Cowell, 2 
Curtis, 178, the court referring to 
the rule of construction just stated, 
said: ‘But it is manifest that the 
whole basis of this reasoning fails 
if the will gives the property over, 
not simply if the legatee dies, but 
if his death is connected with some 
collateral event, such as dying with- 
out issue, which is contingent. In 
such case there is no necessity to 
seek for a contingency or for en- 
grafting on the language of the 
testator a limit of time during 
which the event is to happen to 
render it contingent, for the testa- 
tor has himself, in terms, an- 
nounced an event which may or 
may not happen after his decease, 
as a contingency upon which the 
property is to go over.” 





NATIONAL REAL ESTATE SECTION 


METAL SIGNS, 14 x 20. Lots $.44 each 
Realtors Sign Service, Box 1022, Greenville, S.C 





SIGNS 


that sell 
Metal or Cardboard 


any size, color or 
Trade Mark. 
Write for details. 
PROMPT SERVICE 





“WE SIGN THE NATION’ 


CTIVE DISPLAY ADV 


Ww ago 8 





For Business Opportunities — Motels 


COLUMBUS, OHIO 
Willard Piper, Inc. 
ll E. Gay St 


—Training ror 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 
of the business. G.I. proved. 

Job Trainees can take eit 
FREE CATALOG 


WEAVER SCHOOL = REAL ESTATE 
Dept. R' 





15 E. Pershing Rd. ae City 8, Mo. 








Adams 1588 | 


REALTORS META, SIGNS — Write fer Free 
Sample. Illustrated Literature and 

L eS .. STUDI OS, 246 Third Ane. Pitts- 

urg 


FOR RAISED PRINTING BUSINESS CARDS 
a thousan 
Lloyd S, Runion, 604 S. Walnut St. 
Crawfordsville, Indiana 


GOING INTO 
REAL ESTATE? 


Prepare yourself to pass 
state exams. New manual 
gives typical questions and answers. Inval- 
uable aid to all in this field. Only $2.00 
postpaid. 
STERLING VALUE CO., 255-21F Northern Bivd., 
eat Nec » N.Y. 
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“PERFECT HOME MAGAZINE IS ONE OF THE MOST 
EFFECTIVE GOODWILL BUILDERS WE HAVE EVER USED,” 


Says J. C. McGee of Jacksonville, Mississippi 





k C. McGee of Jackson, Mi ppi, presid and co-f der of 
eid-McGee & Company, has served several years as regional vice- 
resident and member of the Board of Governors of the Mortgage 
ankers Association, as vice-president and member of the Board of 
Directors of the National Association of Mutual Insurance Agents, 
and as president of the Jackson Real Estate Board. The company 
handles mortgages, general insurance, and all types of real estate 
and property management. 





S WE BEGIN our fifth year sponsoring Perfect Home Magazine, we want to go 
[on record as stating that it is one of the most outstanding promotional media 
our office has ever used,” says J. C. McGee, president of Reid-McGee Company, 
Jackson, Mississippi, realtors. 


“We have had many compliments and favorable comments on Perfect Home 
from hundreds of our customers and even requests from people not on our mailing 
list asking that the magazine be sent to them. 


“In our twenty-five years of operation, Perfect Home has proved to be one of 
the most effective prestige and goodwill builders that we have used.” 


From a modest beginning in 1926 as a one-member firm, Reid-McGee has be- 
come one of the largest real estate organizations in and around Mississippi. Perfect 
Home Magazine is edited to reflect credit on such top-ranking firms. It gets over on 
the customer’s side of the counter and looks at home purchasing, home design, con- 
struction, equipment and decoration from his viewpoint. It is a professionally edit- 
ed monthly publication to help sell the home idea, and the importance of quality 
and reputation. 


Perfect Home is edited to be its sponsor’s own publication, yet the cost is nom- 
inal. Under the Perfect Home Plan, editorial preparation, photographic, art and 
typography costs are shared among its users throughout the nation. Local reproduc- 
tion and mailing costs are in turn divided among the selected local building factors 
who join the sponsor in publishing it. 


If you are interested in arousing a desire for home ownership in your commu- 
nity, in making friends for your organization, and in building an audience for your 
real estate or home building message, you may be interested in the exclusive, annu- 
al, renewable franchise for Perfect Home Magazine in your city. A limited number of 
such franchises are open to exclusive organizations of unusually high qualifications. 


For full information, address your inquiry to 











STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 


REID. Weare 
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ILLUSTRATE YOUR SALES TALK 


Style No. 711 


In sizes 16” x ‘to 58” ’. Your choice of oak, 
frames. Other 


Write for our 


walnut, si al or pli 
boards furnished in any style or size. 


illustrated folder. 


Cy V1 F; 37 EAST 12™ STREET 
i New YORK 3, N. Y. 


eee COMPANY| 














REDUCE 


YOUR 
BOILER-ROOM 


| COSTS! 


DEPENDABLE 
AUTOMATIC 
HEATING 


BURNS LOW-COST HEAVY OILS 


For completely automatic heat or processing steam! The Winkler 
Rotary Cup Oil Burner eliminates dust and ashes and the need 
for boiler-room help. New design amazingly simplifies the burning 
of low-cost heavy, residual oils—a type of fuel always available 
in ample quantities. Find out now how much you can save by 
changing to a Winkler! 


WRITE FOR INFORMATION 


WINKLER 


“ur OIL BURNERS 


cup 
U. S. MACHINE CORP. «+ 


46 September, 1951 — 





Dept. O91, Lebanon, Ind. : 


Yih lagen 


Custom-Built Prefabs 


Lumber Fabricators. Inc., producers of Tri Level 
prefabricated homes, has developed a system for en 
gineering custom-built homes 

Although 84 different standard models are offered 
by the company, the new system makes it possible 
to take almost any submitted plan and prepare it for 
production in from eight to 12 hours. After engineer 
ing details have been completed on the plan sub 
mitted, it can be produced in the LFI plant the same 
day with other standard home frameworks. 

When an LFI house is delivered to a site, one of 
the company’s field men works with the builder in 
supervising erection of the house. Time for fully en 
closing an LFI house is one to three days. 


Home Heating Innovation 


A combination all-electric ceiling heater, overhead 
light, and air circulator called ‘“Heat-a-lite” is in 
production by NuTone, Inc., of Cincinnati, Ohio. 
Designed to overcome the disadvantages and hazards 
of ordinary wall or portable auxiliary heaters, the 
unit can be used in bathrooms, bedrooms, recreation 
rooms 

For summer comfort, some models are equipped 
to operate without the heating element to provide a 
circulating flow of cool air throughout a room. 


Cylindrical Door Lock 


A cylindrical-type lock with a roll-back latch 
mechanism and adjustable for doors of 14% to 2 
inches has recently been added to the line of the 
P. & F. Corbin Division of American Hardware 
Corporation, New Britain, Connecticut. 

The lock’s installation requires drilling of only 
two holes in a door and a shallow mortise for the 
face plate. Other features include latch bolts with ¥% 
inch throw, 100% reversibility. screwless roses and 
knob shanks, extruded brass 5- or 6-pin tumbler 
cylinders. and automatic deadlocks 


Lightweight Wall Backing Material 


A new lightweight, non-asphaltic backing material 
for wall coverings, manufactured by the Sloane 
Blabon Corporation, New York, is now available to 
— of new homes and commercial buildings 

Called “‘Neofelt.” the material is reported to have 
high stability and high tensile wear and internal 
bond strength under both high and low temperatures. 
Used with the company’s “Trenwall” wall coverings, 
handling, cutting, and installation work are reduced. 
Trenwall comes in six colors in simulated ceramic 
tile patterns and is produced in 54-inch width rolls. 


Prefinished Wall Panels 


Plastic-finished wall and ceiling panels that don’t 
require periodic painting and refinishing may be the 
answer to builders’ and property managers’ problem 


of remodeling kitchens. bathrooms. utility rooms. 
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laundries, and other interior rooms of rental prop 
erties. 

Marsh Wall Products, Inc., Dover, Ohio, are manu- 
facturing a prefinished panel, called “Marlite,” that 
can be quickly installed over old walls or new and 
which can be worked with ordinary carpenter tools. 
The panels are easily cleaned and the a er yal plas- 
tic finish seals out dirt, grime, grease, stains, and 
moisture. The panels are available in 63 color and 
pattern combinations. 


Rotary-Type File 


A rotary-type file that has a capacity of up to 
13,000 cards in standard models onl which requires 
only three square feet of floor space is available from 
the Ferris Manufacturing Company of Stratford, 
Connecticut. 

The new Ferris model has removable baskets in 
balanced trays that rotate either way by finger-tip 
control and freedom from belts, punch cards, slots. 
rods, or any fastening device insures complete ac 
cessability to one or a dozen cards instantly and per 
mits cross filing. 

A hand brake locks the wheel in any desired posi 
tion even after several trays are removed. The cabine! 
is mounted on casters for easy portability. A lockin 
slide cover protects records when not in use 


Roof Ventilator 


The Ilg Electric Ventilating Company of Chicago. 
Illinois, is now manufacturing a “PRV” power roof 
ventilator suitable for use in apartment buildings. 
commercial buildings, industrial plants. Eleven sizes 
are available with two to four different speeds. 

The new unit, consisting of a housed. direct-con 
nected centrifugal fan and motor, features positive 
controlled ventilation independent of wind or weath 
er conditions. The various sizes provide air delivery 
over the unusually large range of pressures from free 
air to one and one-half-inch static pressure. 


Self-Contained Air Conditioner 


A self-contained air conditioner, made in three, 
five, and seven and one-half-ton capacities and de- 
signed for use in stores, offices, and apartments, has 
been introduced by The Trane Company, La Crosse. 
Wisconsin. 

The unit requires only one electrical and three 
piping connections and the vibration-muffling spring 
mounting of the compressor and full glass fibre acous 
tic and thermal insulation of the casing contribute to 
quiet operation. A two-knob control panel in the front 
of the unit cooler permits the owner to set the desired 
temperatures, operate the unit for either heating or 
cooling, or use the fan alone. 


Color Reactions to White Light 


A booklet, “Color Is How You Light It,” designed 
to aid home builders and owners to predict how a 
color will look under any one of the eight colors of 
white light, is available from Sylvania Electric Pro- 
ducts, Inc. of Salem, Massachusetts. 

By giving complete analyses of the eight light 
sources and their effects on five groups of eight separ 
ate colors, proper coordination of light and color is ex- 
plained to assist in creating the warm or cool atmos 
phere desired in home decoration. 


ARCHITECT ; Shaw, Metz & Dolio; 


Chicago 
BL ILDER: 6030 Sheridan Corp 
PLUMBING WHOLESALER: 
Werren Barr Suoply Co.; Chicago 


America’s finest 
sinks for 
America’s finest 
buildings 


Let Lustertone Stainless Steel Sinks 
add rental appeal and re-sale 
value to your property. Kitch- 
ens, old or new, take on a new 
air of distinction with Everlast- 
ing Beauty — Prestige — Mini- 
mum Maintenance like the 258 
kitchens in this apartment 
Elkay Lustertone remains per- 
manently bright, unstained and 
untarnished . . . never needs 
scouring or bleaching. 
Write for literature and prices 

ELKAY Manufacturing Co. 
1896 $. 54th Ave., Chicago 50 


sink 
AWARDED 
FASHION 
ACADEMY GOLD MEDAL FOR EXCELLEMCE OF DESIGN 


The World's Oldest Manufacturer of Stoinless Stee! Sinks 


Now more than ever 


POLLMAN HOMES 
by THYER offer 


GOOD BUSINESS INVESTMENT! 


Designed for good living, durability and low building cost this 
is a preferred investment for thrifty buyers. 

Desirable territories are available in some creas for men 
of lified integrity and sound business 





ability. Your inquiry is invited. 
WRITE OR WIRE FOR 
DEALERSHIP BROCHURE! 





























Nationa Rea Estate ano Buttpinc JourNaL — September, 1951 





Survey 


Continued from page 25) 


larger downpayment for 95% of my prospects.’ 
Arkansas. “Outlets on conventional loans are all right 
for larger homes.”— Mississippi. “Lack of GI and 
FHA mortgage money without paying a premium for 
it.”"— Ohio. 

“I’m using FHA and VA. The supply is ample at 
present.” — Michigan. “We can’t find enough people 
with sufficient cash to meet mortgage requirements.” 

Illinois. “Difficult to obtain FHA and GI loans 
VA appraisals do not equal selling price which causes 
many sales to veterans to fall through.”— South 
Carolina. “I find plenty of money for sound mort 
gages that will stand the test of a ‘long pull.’ Those 
who want to buy homes with other people's money 
and none of their own are complaining.” — Rhode 
Island. “Our New England situation is quite well off 
compared to other sections of the country. Massa 
chusetts. “We are unable to get take-out financing on 
501 VA loans.”— California. 

To discover percentages of the total purchase price 
now being allotted to various materials and equip 
ment, JouRNAL editors asked readers to give average 
figures spent for 12 different items. Labor, of course, 
takes up the largest amount, an average of 15.2% of 
the total purchase price. Other items and their av 
erages are: lumber, 12.7%; plumbing, 8.19%; heat 
ing 5.04%; flooring, 30". wiring, light fixtures, 
2.49%; kitchen cabinets, 2.28% ; roofing, 1.73%; in 
sulation; 1.11%; hardware, .7%; appliances, .69%. 

Averages for certain items were pulled down by 
those areas which, for example, have lower 
costs and use less heating equipment. 

Detailed questions regarding construction, 
their answers follow 


labor 


and 


Time to Renew your Mortgage? 


Leaders in Large Loans 


“Do you use modular construction?” Yes, 
No, 54.3%. 
“What type of construction do you use most?” 
Answers: Frame, 79.5%; veneer, 18.19 brick. 
17.6%; masonry, 8. 5% « miscellaneous, 6. 89 4. (Note 
because builders filled in the answers to this ques 
tion, it is probable many of those answering “brick” 
did not mean brick masonry, but may have meant 
brick veneer. These answers total more than 100% 
because some indicated two preferences. ) 
“To what extent do you use insulation?” 
Ceilings and sidewalls, 48.9% ; ceilings only, 
none, 5.19 
“What type of insulation do you prefer to use?” 
Answers: Blanket , 55.4%; fill. 37.4%: reflective, 
14.5%; board, 9% 
“What roofing "material do you prefer to use?” 
Composition, 96.1% ; cedar shingle, 1 3% 3 other, 
“Do you use dry wall construction?” Yes, 5 
No, 46.8%. 

“What wall finishes are you now using?” Answers 
Paint, 89.6%; wallpaper, 45.8%; wood paneling, 
31.6%. (Several preferences checked. ) 


45.7%, 


Answers 
9 
50.6% 


5° 
Io: 


12) 
53.2%. 


To be Continued. Next month the survey report will _ tell 
real estate builder preferences on types of heat, kinds of mill 
work, electrical items, along with details about buying prac 
tices, sales plans, construction techniques, and details about 
such specific rooms as kitchens and bathrooms 


Double Duty Underground Garage 


MPRESSIVE evidence of builders’ whole-hearted 

cooperation in civil defense efforts is provided by 
the New York building firm of Gross-Morton. 

Recently opened in that city is the first of eight 
underground garage-air raid shelters, to be built by 
Gross-Morton in its 1,638-apartment Windsor Park 
Community which will accommodate 20,000 people 
in a total floor area of more than four acres. 

This type of bomb shelter facilities was commend 
ed by a technical specialist of the New York State 
Civil Defense Commission who commented, “The 
Windsor Park air raid shelters would provide full 


| protection from flash heat, shock wave and blast from 


the air-burst of a nominal atomic bomb as close to 
the explosion as ground zero — the point directly 


| beneath the explosion, which occurred in Hiroshima 


at 2,000 feet. They would also offer considerable 


| protection against nuclear radiation close to ground 
zero, and very substantial protection against radiation 
| at a distance of three-quarters of a mile from ground 


zero. 

Built according to model specifications suggested 
by the Atomic Energy Commission, walls of the 
shelters are 16-inches thick reinforced concrete, sur- 
rounded on three sides by packed earth. Roofs are 


| constructed of four-inches thick doubly reinforced 


concrete topped by four inches of asphalt blacktop. 
Mechanical fan ventilation of 12,000 cubic feet 


| per minute and fluorescent lights will receive electri 


cal power from underground cables laid in concrete 
ducts. 

Also designed to accommodate 600 automobiles, 
the structures are equipped with two electrically op- 
erated overhead garage doors, and two extra doors, 
shielded by low reinforced concrete walls, have been 
provided at each end of the structures. 

The new garage serves the first two of the 18 six- 
story buildings comprising Windsor Park. 
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Leeways for Pay Increases 
OVERNMENT experts studying the salary sta- 
bilization problem are developing regulations 
that may allow leeway for pay increases. Raises will 
probably be possible in the form of stock options, 
merit increases, bonuses, and other more or less in- 
direct means. 

Indications are that compensation realized through 
options to buy stock at bargain prices will be brought 
under the new salary rules. However, “compensa- 
tion’”’ will probably be defined liberally, with the 
Revenue Act of 1950 as precedent. This would mean 
that profit to employees taxable as capital gains 
would not be subject to control in the same way as 
wages and salaries. 

Bonuses offer another way to reward employees 
in a period of wage controls. A recent change in 
General Wage Regulation No. 14 is important to 
employers who have made a practice of paying bon- 
uses but who have no formalized plan. It is intended 
to permit new employees as well as old ones to quali- 
fy for bonuses. 

Merit increases, promotions, length-of-service rais- 
es may be continued to be given if they stay within 
certain brackets. As an employer, you are better off 
if you have had a system of rate ranges in the past. 
You can continue giving raises as usual as long as 
you stay within your established policy. An employer 
without such a system is entitled to set one up, get 
it approved by the Salary Stabilization Beood and 
then use it as a basis for raises. 

If the cost of living continues to rise, still another 
way of increasing salaries as indicated: as prices go 
up, pay can ride along with it on an escalator plan. 
“Swap” 

(Continued from page 16) 
often completed on the spot, but meetings bring to 
light potential deals whose details are discussed later. 

In cases where cash or securities enter into a deal, 
they are, of course, subject to tax if they represent a 
capital gain — or part of one. For example, a man 
owning a building that has increased $50,000 in value 
since he bought it trades it for another building and 
$10,000 in cash. He must pay tax on the $10,000, but 
he is still getting off easy because this sum represents 
only a small part of his actual capital gain. The other 
trader, no matter how much the value of his property 
has increased since he bought it, is increasing his in- 
vestment by $10,000 and is not subject to any tax 
at all. 

Industry Spotlight 


(Continued from page 21) 


1939 to $3,577 in 1949 . . . an increase of 150%. In 
the same period, a 20-city index by E. W. Boeckh & 
Associates, shows that the cost of building a home 
went up 108% in the same period. 

* * * * 

Items: Housing officers from 200 military installa- 
tions met recently with officials of the Office of Rent 
Stabilization to study plans for producing off-base 
housing for service families. . . . France has a real 
estate turnover tax of 38%. . . . Home builders are 
working feverishly to finish up by October 1 when 
limitations on the use of steel, copper, aluminum hit 
higher-priced homes. . . . Reports from around the 
country indicate a flurry of new home sales resulting 
from material controls on new home construction. 





IN ANY CITY 


Cow 


with you. 


H. J. Datprn, 


cow 





Long 


or Term 
Lease 
for hotel properties 


COAST TO COAST 
CANADA OR MEXICO 


Our representative will be glad to call and work 


For satisfactory arrangements, utmost dependability 
and outstanding security WRITE or CALL COLLECT. 


REAL ESTATE DEPARTMENT, 


3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
"PHONE WOodward 2-5400 


WE ARE NOT BROKERS 


WE ARE HOTEL OPERATORS | 
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NIRENSTEIN’S 


Atlas of Pennsylvania & Virginias 





Surveys of the downtown retail business districts 


of the following cities: 


PENNSYLVANIA 
Allentown Chester 
Altoona Philadelphia 1 
Erie Philadelphia 2 
Harrisburg 69th Street 
Johnstown Pittsburgh 
Lancaster North Pittsburgh 
McKeesport Reading 


VIRGINIA 
Lynchburg 
Norfolk 
Portsmouth 
Richmond 
Roanoke 


New Castle Scranton WEST VIRGINIA 


York Wilkes-Barre 


Standard Reference for 


Charleston 


Bankers — Brokers — Chain Stores — Life Insurance 
Companies — Investors — Libraries — Realtors — 
State, County and Municipal Offices — Universities 


Write Now For Our Illustrated Brochure 


NIRENSTEIN’S NATIONAL REALTY MAP COMPANY 
377 Dwight St. Springfield, Mass. 
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FOR DEPENDABLE, LOW-COST 


protection 


WHEREVER YOU BUILD, USE 


SISAL- REINFORCED 
PROTECTIVE PAPERS 


SISALKRAFT used for closing-in, 


You'll find it pays to use SISALKRAFT 
in every possible way on every job... 
for closing-in . . . for sheathing-paper 
... under all concrete slabs . . . under 
all flooring . . . under stucco... as a 
moisture-vapor barrier . . . for curing 
and protecting concrete .. . and many 
other uses. 

SISALATION Reflective Insulation 
combines insulating and moisture- 
vapor barrier qualities in one low-cost 
quality product. 

More contractors and builders use 
SISALKRAFT Products than any other 

similar material. 
SISALATION is easy 


to apply, effective, 
low-cost insulation. 


Write Dept. NR-9 
for free samples and data 





Woesy Cs 


Home seekers are paying more attention to old, non-credit-regu- 
lated houses since Uncle Sam clamped credit curbs on new homes 
last October. A survey by the Federal Reserve Board showed that 
one and a half old houses were sold to each new one in the first 
five months after Regulation X was imposed. But in the next five 
months, one and a third old homes were sold to each new one. And 
interesting enough, about one home buyer in six pays cash for his 
house 











Mike McGee, real estate editor of the Memphis Commercial Appea! 
and author of several JourNat articles. said in a recent column that 
it is surprising the number of families living in rented properties 
who believe they do not pay taxes. He suggests rent property 
owners and managers should make a notation on each monthly 
rent statement showing how much goes into property taxes, as well 
as income and hidden taxes. “Such information would make ten 
ants more aware of the tax burden they help bear,” says McGee. 


In spite of all the debate for and against co-operative apartments, 
builders and prospective tenants are going in for them in a big 
way. Since congress okayed this type of project for “middle income” 
families in the Federal Housing Act of 1950, builders have filed 
more than $500 million worth of “certificates of eligibility.” nearly 
half of them from the New York City area. FHA will insure mort 
gages on this type of housing for as long as 40 years. Maximum on 
other apartments is 30 years. The longer amortization period re 
duces the menthly charge by 25% 


In Levittown, mushrooming postwar suburb of New York City, 
builders and creators of the community, Levitt and Sons. Inc., have 
constructed a $250,000 air-conditioned town hall for free use of 
nearly 65,000 residents. A 600-seat auditorium is connected by a 
wide, covered portico to a new 125-foot swimming pool. The audi- 
torium can be used for dances and banquets, since its seats are 
removable 


Industrial realtors are puzzling over location of new factories. 
Although U. S. plant capacity is being expanded as rapidly in 1951 
as it was during any year of World War II, a growing water 
shortage, increasing states taxes on industry. and chaotic freight 

rates are building new location barriers. 

! 

| Lakewood Park, the nation’s largest housing development, has 

started building again after a three-month shutdown brought about 

by Regulation X. The new program will be under FHA’s Section 

213 In France, landlords are so badly squeezed by rent controls 

that if a window is destroyed, it may take five to ten years’ rental 

to repair the damage. 





| News Nibblings: Losses from building projects due to vandalism and 
theft is mounting. Builders are advised to light their projects and 


post reward signs. . . . The Columbia Society of Real Estate Apprais 
ers has established a prize to be awarded to the best student in the 
course in Appraising and Valuations at Columbia University in the 
1951-52 school year. The prize, reimbursement for ihe course and 
texts, will be awarded to the student who makes the best complete 
appraisal of an actual property, together with a research mono 
graph of appraisal material used. 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ALBANY, N.Y. 
sees Realty, Inc 


Washington Ave. 


@ DENVER, COLO. 
Garrett-Bromfield & 


y 
Security Building 


ey ER, COLO. 
Dunton Realty 


400-10 Midland Sav- 
mes Bldg 


FOR EXPERT 


@KNOXVILLE, 
TENN. 


Richards Real Estate 
‘0. 
722 Market St. 


e@NEW a oe 
Fass & W } 
a at a dowd Street 


7 
= ae S.A. 


e TOLEDO, OHIO 
jay & Co. 
e EB. Schuster 
pa oD Building 


APPRAISAL SERVICE 


@COLUMBUS, OHIO 


William P. Zinn & 
Co. 
37 North Third St 


@ EAST ORANGE, 
N.J. 


@ LOS ANGELES, 
CALIF. 


Marshall W. T: rt 


1640 Wilshire Bivd. 


@ MINNEAPOLIS, 
MINN. 
Norman L. Newhall, 


519 Marquette Ave. 


@ NASHVILLE, 
TENN. 


Biscoe —— Co. 
—Since | 

214 sien a 
Tenn.—Ky.—Ala. 


@ NEWARK, N.J. 
Harry J. Stevens 


478 Central Avenue 


@NEWARK, N.J. 
Van Ness Corpora- 
ton 
aw. yen Ness, 


resident 
24 Commerce St. 


@NEW YORK, N.Y. 
Scientific Appraisal 
Corporation 
7 East 42nd St. 
$200, a) values and 


@ PHILADELPHIA, 
PA. 
Richard J. Seltzer 
ALL. 
12 South 12 Street 


e@ST. LOUIS, MO. 
Otto J. Dickmann, 


1861 Railway Ex- 
change Bidg. 


eST. LOUIS, MO. 
Henry R Weisels 


compan 
S.LR. — Bet 1894 
318 North Eighth 


e@e TOLEDO, OHIO 
a hy Etchen 


Etchen-Lutz Co. 


FOR LAND PLANNING 


e@WILMETTE, ILL. 
ye H. West 
9 Greenleaf Ave 


FOR IDEAL 


STORE LOCATIONS 


@ALBANY, N.Y. 
tte p Reetey. Inc. 


20 Washington Ave. 


@AUGUSTA, GA. 
n- pafomastones 


Realty 
801 Broad Street 


@BALTIMORE, MD. 
B. Howard Richards, 


Inc. 
Morris Bidg 


@DES MOINES. IA. 
Donahoe Investment 


Retail, Wholesale, 
Industrial 
@KANSAS CITY, 
MO. 
Moseley & Company 
Retail, Wholesale, 


Industrial 
Suite 1111, Insur- 
ance Exch. Bldg 


@NEW ORLEANS, 
LA. 


Leo Feliman & Co. 
829 Union Street 


@OKLAHOMACITY, 
OKLA. 


H. F. Bradburn 
Fidelity Bidg. 


@OKLAHOMA CITY, 
OKLA. 


Tom Pointer Co 
304 Local Bidg 


@SARASOTA, FLA 
Don B. Newburn 
144 So. Pineapple 

Ave. 


e — INGTON, 


Shannon & Luchs 


Co. 
1505 H Street, N.W. 


FOR PROPERTY 


MANAGEMENT 


@COLUMBUS, OHIO 


bar a P. Zinn & 
«a. 
37 North Third St 


@ DENVER, COLO. 
Garrett-Bromfield & 


jompany 
Security Building 


@ DENVER, COLO. 
/. J. Dunton Realty 
400-10 Midland Sav- 
ings Bide. 


e@ TOLEDO, OHIO 
| rey & Co 
ie E. Schuster 
Galier Buildme 


@ TOPEKA, KAN. 
Greenwood Agency 
108 East Seventh St 


FOR FARMS 


AND RANCHES 


@ DENVER, COLO. 
 * a Realty 


Com: 
400-410 Mi Midland Sav- 
ings Blig. 


@LOS ANGELES, 
CALIF. 
CppuateMNeveda 

lompany 
412 W. 6th Street 


oon age, CITY 


LAHOMA 


omaen Realty Co. 


202 Hales 


Bide. 


FOR CHAIN STORE 


LOCATIONS 


@ALLENTOWN, PA. 
The Jarrett 


@COLUMBUS, OHIO 
William P. Zinn & 
Co. 
37 North Third St. 


@SCHENECTADY, 
N.Y. 
R. C. Blage, 
454 State St. 


@ TOLEDO, OHIO 
The Al E. Reuben 


618-20 Medison Ave. 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY, N.Y. 


Piaotte ty, Inc 
120 Washinton Ave 


@ALLENTOWN, PA 
The La 


ites we 8. 
R place 


@COLUMBUS, OHIO 
William P. Zinn & 


37 North Third St 


@CONNECTICU 
AND VICIN 
Nathan Herrup, Inc 


61 Allye St. 
Hartford 


“cat” oop, 


rsan W. Dawson 
PO. "Box 5 555 


@KANSAS CITY, 
MISSOURI 
Moseley & Com, 
—~ 
Suite 1111, Insur- 

ance Exch. Bldg 


@OKLAHOMA CITY, 
OKLAHOMA 


Tom Poles Co. 
304 Local Bidg. 


eST. LOUIS, MO. 
Otto J. Dickmann, 
MAL. 
1861 Railway Ex- 
change Bidg. 


eST. LOUIS, MO. 
Heary R. Weisels 


Company 
S.1.R. — Est. 1894 
318 North Eighth 


@SAN JOSE, CALIF. 
Thes. L. Mitchell & 


97 EB. Senta Clara 
Se 


@SCHENECTADY, 
N.Y. 


R. C. Blase 
434 State St. 


2781 Yonge Street 





12 issues 


6 issues 





Rates for Advertising 
In the “Consult These Specialists” 


Department: Per 


less than 6 issues 


Additional lines, 50 cents per issue 
No charge for city and state lines 


Issue 
$3.00 
$3.50 
%.00 














VMMMIUWSO70 


Sell quality! Quality in materials — quality in manu- 
facturing! GUNNISON HOMES feature variety in 
designs, floor plans and exterior elevations . . . each 
home can be under roof in one day, ready for occu- 
pancy a short time later! Quick construction reduces 
skilled labor to a minimum! Above all, GUNNISON 
HOMES are permanent—built to endure the most 
strenuous treatment. Rigid testing, PLUS quality 
control all the way, assure soundness and strength 
in homes that are priced to suit the most mod- 
erate income. Yes, you sell the best when you sell 


GUNNISON! 


Interim Financing is available to qualified GUNNI- 
SON Dealers! Choice dealerships are still available 
in some areas. Your personal inquiry is welcome — 
for complete information, write Dept. B-17 


Manufacturers of 
Gunnison Coronado UNITED STATES STEEL Uss CORPORATION SUBSIDIARY 


and CHAMPION Homes NEW ALBANY, INDIANA 


“Gunnison,” “Coronado” and “Ch 





pion’ —T.M. G i Homes, Inc. 





